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: year 1933 is an important one in the history of The Ohio National Life Insurance L. 
Company. During this epochal year the institution of life insurance faced the most difh- i 
cult problems in the history of the business. Yet with all these problems to face, 1933 
remains an outstanding year in the growth of The Ohio National. The following are some 
of the chief events of the year. B 
rese 
~ ° P P be | 
The Company doubled its assets and insurance in force : ; the 
Austen tie wane A Juvenile Policy That Attracts :] 
8 eee Prospects and Secures Applications 1-8, 
The ground was broken for the Company’s new Home The Ohio National Life Insurance Com- 
= ae . a pany now issues a new Juvenile policy 
Office building September 11, 1933. which provides—Cash, Guaranteed In- res 
come, and Insurance Protection. The in- - 
The cornerstone of the Company’s new Home Office sured may elect any one of the following _ 
building was laid November 1, 1933. a aasnely bea 
1, Cash at age 18 to provide a college educa- pre: 
tion. Hor 
The Company is celebrating its Silver Jubilee, its twenty- 2. A wedding present at age 25 in cash. whe 
a . x ‘ - i 3. Capital at age 25 to start into business. will 
fifth anniversary being September 9, 1934. 4. Money for a REAL vacation at age 39. will 
5. A ony por A paaaes for life beginning rese 
> > at age 60 or 65. bans 
October, 1933, was celebrated as President’s Month. The 6. An Fecvensier amount of insurance pro- 4 
. .: a . EO, in. tection paid up in twenty years. Wa 
written business during the month showed a 65% in Gaasanteed Annaity benclite mature with “La 
crease over the best month in the year. each renewal premium paid and may be ” 
used in one of three ways: stin 
The Company’s 5-2-1 prospecting and direct mail service 1. To reduce the renewal premiums. nor 
P ° . . ° 2. To purchase paid-up additional insurance. Let 
was put into effect in 1933. This unique prospecting and 3. Left with the Company to accumulate at gen 
direct mail service is bein rised < ri ee - 
. I service is being sevines and copyrighted for This policy at the option of the father 
the exclusive benefit of the Ohio National Field Staff. (beneficiary) may provide waiver of pre- ; 
miums in event of death of the bene- age 
The Company’s Adjustable Whole Life and Money Back ficiary or in event of the death or total — 
policies geared to fit the present economic conditions have = permanent disability of the bene- Ce 
a : ciary, sot 
helped the Field Staff keep up production. 
° dir 
Salesmen wanted in the following states: Alabama, Arkansas, Colorado, California, Florida, Idaho, TIli- 7 
nois, Indiana, Iowa, Kansas, Kentucky, Michigan, Missouri, Nebraska, New Mexico, North Carolina, . 
Ohio, Oklahoma, Oregon, Pennsylvania, South Dakota, Tennessee, Texas, Utah, Washington and si 
Wyoming. & 
For a General Agent’s contract, write to John H. Evans, Vice President. Ce 
~ 
THE OHIO NATIONAL LIFE INSURANCE COMPANY ; 
Cincinnati, Ohio = 
, ‘ of 
T. W. Appleby, President “) 
Tu 
Li 
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Presidents’ Meet 
Program Complete 
Howland Introduces Theme — 


Walker to Discuss Year’s 
Investment Trend 





L. A. LINCOLN TO SPEAK 





Muhlberg to Review Mortality Data— 
Jaeger, Alexander and Garfield 
Brown to Talk 


23.—America’s 


NEW YORK, Nov. 
reserves, both material and mental, will 
be focal points in the deliberations at 
the annual convention of the Association 
of Life Insurance Presidents here Dec. 
7-8. Stressing the importance of funda- 
mental factors, the discussions will pre- 
sent viewpoints from a number of in- 
fluential spheres on the convention 
theme: “Resources and Resourcefulness 
—America’s Great Reserves.” 

Life insurance leaders will discuss the 
bearing of the business on America’s 
present-day reserves. President Fred A. 
Howland, National Life of Vermont, 
who will be chairman of the meeting, 
will introduce the convention theme and 
will discuss life insurance resources and 
resourcefulness. An analysis of the 
trends in life insurance investments will 
be given by President Bradford H. 
Walker of the Life of Virginia in a talk, 
“Life Insurance Investments as a Na- 
tional Resource.” 

Questions relating to life insurance 
stimulated by the current period of eco- 
nomic hardship will be answered by 
Leroy A. Lincoln, vice-president and 
general counsel Metropolitan Life, in a 
talk, “A Colloquy on Life Insurance.” 

Report on Medical Work 


The latest reports on the warfare 
against disease and death will be pre- 
sented by Dr. William Muhlberg, vice- 
president and medical director Union 
Central Life, speaking on “Medical Re- 
sources and Mortality Trends.” 

“Agency Resourcefulness—A Com- 
pany Resource” will be discussed by 
William W. Jaeger, vice-president and 
director of agencies Bankers Life of 
lowa. William Alexander, secretary 
Equitable Life of New York, a veteran 
who has seen life insurance come 
through more than a half dozen depres- 
sions, will speak on “Life Insurance To- 
day and Half a Century Ago.” 

_ Garfield W. Brown, president National 
Convention of Insurance Commissioners 
and Minnesota insurance commissioner, 
will discuss “Progress Towards Uni- 
tormity in Insurance Supervision.” 
Outside speakers will include Gov. P. 
V. McNutt of Indiana, who will speak 
on “Responsibilities of State Govern- 
ments.” R. A. Roberts, managing editor 
of the Kansas City “Star,” will review 
“Mid-Western Resources and Resource- 
fulness,” and G. E. Newlin, prominent 


Los Angeles lawyer and business offi- 
(CONTINUED ON 


PAGE 21) 
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Methods of Compensating 
Industrial Men Revamped 


Leading Companies Revise Agents’ 
Contracts — Start with 
Clean Slate 


The Metropolitan, Prudential, John 
Hancock and Western & Southern 
have all revised their methods of com- 
pensation of their industrial agents. 
Each company’s plan is somewhat dif- 
ferent from the others and all are more 
or less complicated. 

The Prudential has gone so far as to 
wipe out indebtedness for lapses and 
arrears, but has made no definite an- 
nouncement as to a new agent’s con- 
tract. It is understood, however, that 
the company has been considering a new 
contract for some time. 

The John Hancock Mutual is putting 
a new agent’s contract into force this 
week, at the same time wiping out in- 
debtedness for lapses. It is understood 
that the new contract, like that of the 
Metropolitan, will eliminate the possi- 
bility of piling up future indebtedness in 
the special salary accounts. 

The Colonial Life has under consid- 
eration contract changes similar to 
those adopted or pending in other in- 
dustrial companies, but has made no 
definite announcement. 

The Western & Southern plan is vir- 
tually to wipe out salaries but to pay 
the good and efficient agent more while 
the inefficient agent will receive less 
and will be gradually worked out of the 
business. In other words, the agent 
who is able to hold his business and 
prevent lapses will be better paid than 
ever while the agent who does not fight 
for his collections and make a good 
record on lapses will make so little that 
he cannot afford to stay in the business. 

Rates Not Uniform 

Each company has its own plan which 
is quite complicated to understand for 
the reason that the rates of compensa- 
tion are not uniform throughout. For 
example, in the Western & Southern, a 
small debit is not penalized for lapses 
to the same extent that is a large debit 
If an agent with a $50 debit lapses $2 
it is much more difficult for him to 
make this up than it would be for an 
agent who has a $200 debit. 

The changes in compensation of all 
four companies are based upon the dif- 
ficulties which industrial agents have 
undergone during the past four years, 
due to the hard times. In the ordi- 
nary field, agents are not held respon- 
sible by the company for lapses but in 
the industrial field they have been, with 
the result that a large percentage of 
agents have made little or no special 
salary at all and have been forced to 
live upon their collection earnings. The 
industrial business, like the ordinary, 
has shown heavy lapses and the indus- 
trial man to make a special salary has 
had first to make up these lapses. Many 
of them have not only not drawn spe- 
cial salaries but are charged with in- 
creasing amounts for lapsed business. 
It is this indebtedness which has been 

(CONTINUED ON PAGE 21) 








Metropolitan’s New Contract More 
Responsive to Agent's 
Individual Effort 


A new form of agent’s agreement 
embracing a new method of compensa- 
tion for weekly and monthly premium 
business, corresponding more nearly to 
the first-year-and-renewal plan of com- 
missions in the regular ordinary busi- 
ness, has been offered by the Metropol- 
itan Life to its 22,000 agents in the 
United States and Canada. This method 
of compensation is said to be more 
closely responsive to an agent's indi- 
vidual effort and affords more even dis- 
tribution of earnings, along with oppor- 
tunity for increasing his earnings. Each 
agent has been given the choice of ac- 
cepting the new agreement or continu- 
ine under his old form of contract, and 
reports indicate that the new agreement 
is being accepted with general unan- 
imity. 

The new agreement does away with 
the factor of “times” paid for net in- 
crease, on which compensation has been 
based under earlier forms of contract. 
Lapse indebtedness is eliminated under 
the new contract and agents now in 

(CONTINUED ON PAGE 22) 





Asks Roosevelt to Give 
Insurance Radio Talk 





President T. J. McComb of the Great 
Republic Life of Los Angeles has ad- 
dressed a communication to President 
Roosevelt, suggesting that the President 
deliver a radio address on the subject 
of insurance. Mr. McComb states that 
some plan should be developed by which 
real estate and mortgage loans may be 
carried on the books of insurance com- 
panies without causing technical impair- 


ment and he suggests that President 
Roosevelt address the public on this 
situation. 


Life insurance companies have prop- 
erly favored long term investments and 
mortgage loans, Mr. McComb stated in 
his letter to the President. The high 
percentage of liquid assets required of 
banking institutions is not normally 
necessary for life companies, he said. 
Many mortgages have matured into real 
estate holdings. Millions of dollars of 
other mortgages are slow in interest 
payment. Companies do not wish to 
foreclose and real estate values have 
reached a low figure. 

At the same time policyholders have 
found it difficult to borrow money and 
have turned to life insurance companies 
with the result that there has been an 
abnormal demand on the companies for 
cash and loans. The strain has been 
great and some companies have not been 
able to stand it. Failure of a life com- 
pany is far more serious than the failure 
of a bank, he states, because it means 
more than the loss of the cash equity 
of the policy; it means loss of protection 
to the family. 








Underwriters in 
New York Clinic 


Home Office Men Discuss Phases 
of Selection in Annual 
Meeting 


CONSIDER ACTUAL CASES 


Questions as to Aggregate Amount, In- 
come Disability and Beneficiary 
Designations Taken Up 
Office Life Underwriters 
New York 


devoted the closing session to a clinic. 


The Home 


Association in its meeting 


A score or more of actual applications 


received by different companies were 


outlined in their essential details without 
the 
writing principles involved were freely 


revealing names, and then under- 


discussed. 


The members felt that much credit 
for success of the clinic was due Mal- 
colm Adam, Penn Mutual, who again 
conducted the session, and J. G. Late, 
Aetna Life, who had charge of pre- 
paring the cases submitted. 

’. H. Dallas, Aetna Life, newly 
elected president of the association, pre- 
sided at the final session. 


Urges Inquiry as to Purpose 


In a paper entitled “Underwriting 
Importance of Beneficiary Designa- 
tions,” Mr. Late stressed importance of 
securing a clear-cut statement as to the 
purpose of the insurance. At times cases 
of a speculative nature or involving 
moral hazards are encountered. Unless 
soundness of the insurable interest can 
be thoroughly established, losses often 
ensue, 

Debtor and creditor 
cases involving a_ trustee 
were discussed and the necessity of 
curing detailed information of the finan- 
cial set-up was pointed out. Represen- 
tatives of inspection companies, indi- 
cated measures they are taking to meet 
these requirements. 

>. C. Lewis, supervisor of the appli- 
cation department, New England Mu- 
tual, spoke on “Restoration of Income 
Disability Benefits”, mentioning the dis- 
tinction between a former insured who 
applies for reinstatement and a person 
who seeks new insurance, in that certain 
contract rights exist in the one case 
which do not obtain in the other. 


insurance and 
beneficiary 
Se- 


Elimination of Parts 


He discussed the question of restor- 
ing the main contract of insurance while 
at the same time refusing to restore a 
single part, such as the disability provi- 
sion, which Mr. Lewis concluded is per- 
misible under the usual contract. He 
advocated more liberal attitude in deal- 
ing with applications for restoration 
than for new insurance but pointed out 
that if facts or conditions exist which 
clearly indicate the applicant is not a 
satisfactory risk for the entire coverage, 
(CONTINUED ON LAST PAGE) 
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State Mutual 1934 Dividend 
Scale Reduced 24 Percent 


PRESIDENT BULLOCK’S VIEWS 


Distinctly Higher Mortality for All 


Companies, Demand for Liquidity 
Cited as Factors 


An average reduction of approximately 
24 percent in dividend distribution for 
1934 was adopted by the board of the 
State Mutual. The range is from about 
22 percent reduction for shorter dura- 
tions to somewhat higher for longer 
durations. President Chandler Bullock 
emphasizes that this action increases net 
cost to policyholders an average of only 
about 9 percent. 

Interest rates to be allowed in 1934 
are: On deferred settlements, 4.4 per- 
cent; on dividend accumulations, 4.25 
percent. Mr. Bullock explains that the 
4.4 percent rate is a generous one in 
view of economic conditions, and the 
4.25 percent rate is due to greater over- 
head expense and tax liability in this 
class. 

In a letter to agents he states no ex- 
cuses need be offered for the dividend 
reduction. It is a wise and sensible ac- 
tion to take in these times; one which 
conserves for the future. He points out 
that most mutual life companies are 
reducing dividend scales. The reduc- 
tions are expected and will be approved 
by all thinking policyholders as made in 
their own interest. 


Government Sets Example 


“The United States government it- 
self has acted likewise with its war risk 
insurance,” Mr. Bullock states. On Oct. 
1 the veterans’ administration at Wash- 
ington announced a reduction of 53 per- 
cent in the dividends on war veterans’ 
government insurance, a 53 percent re- 
duction.” 

Mr. Bullock assured that the com- 
pany will remain one of the lower net 
cost companies. He said that “it is 
sometimes forgotten that the higher 
scale of dividends prevailing generally 
for a few years up to 1932 was the re- 
sult of several increases made by the 
companies in the inflation period, the 
now passed ‘new era,’ so-called, when 
interest rates were unusually high and 
values were inflated. 

“While the causes for present divi- 
dend reductions by the life companies 
need no detailed enumeration—we might 
restate the main ones. 


Mortality Much Higher 


The companies are having a dis- 

tinctly higher mortality experience. 
Whatever may be the causes (and there 
are several operating)—the mortality 
experience for this year of the average 
company is probably 10 percent of the 
table higher than in the years 1924 to 
1927 when dividends generally then 
were being increased. 
_ “Also—the life companies seek an 
impregnable liquidity to readily and 
quickly meet any possible or extended 
demand that may be made upon them 
for policy loans, surrenders, and with- 
drawals of demand deferred settlements, 
the volume of which has increased so 
much since the close of the inflation 
period. We do not want or reed fur- 
ther moratoriums. 


Notes Drop in Yield 


“To that end this company now has 
in its asset portfolio several times as 
many U. S. government bonds and cash 
in sound banks as it had three years 
ago. Demand money on deposit in 
banks in the federal reserve system can 
receive no interest whatever under the 
new federal banking act, and the in- 
terest on short term U. S. government 


securities (the most desirable and mar- 
ketable of all) hardly averages 2 per- 
cent. 

“Thus we have some millions of dol- 





On Life Presidents’ Program 









































BRADFORD H. WALKER 
President Life of Virginia 


WILLIAM ALEXANDER 
Secretary Equitable Life of New York 


Among the outstanding speakers at the annual convention of the Association 
of Life Insurance Presidents in New York Dec. 7 will be President Bradford H. 
Walker of the Life of Virginia and Secretary William Alexander of the Equitable 
Life of New York. Mr. Walker, who will discuss the trends in life insurance 
investments, is well qualified, due to his broad experience in the field. Mr. Alex- 
ander, a veteran who has gone through more than a half a dozen depressions, 


will review the last 50 years. 








John Hancock Is Another 
to End First Year Dividend 





A movement appears to be getting 
under way in this country to eliminate 
the first year dividend in participating 
companies. This is a practice which a 
number of years ago was the subject of 
a hearing before the New York insur- 
ance department and which, privately, 
by many company officials and commis- 
sioners has been characterized as an un- 
justifiable practice due to the acknowl- 
edged fact that the first year dividend 
is not earned. 

Few Take This Action 


Only a few companies so far have 
taken this action, the John Hancock 
being the latest to do so. That com- 
pany’s change goes into effect Jan. 1. 
Other companies which have eliminated 
the first year dividend are the Pruden- 
tial, Equitable, Penn Mutual and New 
York Life, all of which have gone back 
to paying dividends starting at the end 
of the second year. The Metropolitan 
now starts dividends at the end of the 
third vear. 

It has been pointed out many times 
that to pay the dividend to a new pol- 
icyholder at the end of his first year, 
provisional on his paying the second 
year’s premium, requires the use of 
funds built up by the older policyhold- 
ers. These funds for the time being are 
“loaned” to the new policyholder. 

On one basis of reasoning, new policy- 
holders, when they become old policy- 
holders make the same advance to per- 
sons who became policyholders a year 
before, and this serves as an offset. 
However it does not take into account 
the fact that many policies fail to renew 
in the second year. 


Asks Advertising Men’s Aid 

A call for cooperation in the promo- 
tion of Financial Independence Week, 
March 19-24, 1934, has been sent out to 
members of the Insurance Advertising 
Conference by President Henry H. 
Putnam, John Hancock Mutual Life. 
Publicity plays an important part in 
such a movement, Mr. Putnam said, and 
the ideas of the various life company 





(CONTINUED ON PAGE 22) 





advertising managers are sought. 








Home Life of New York to 
Continue Scale for Quarter 


The Home Life of New York an- 
nounced that it will continue its 1933 
dividend scale for the first quarter of 
1934. Action on the schedule for the 
remainder of the year is customarily 
taken after final results of the current 
year’s operations are known, to “dis- 
courage any tendency to place undue 
emphasis on dividends.” 

Chairman E. I. Low in his communi- 
cation to the field stated, “I should like 
to make it clear that changing condi- 
tions or trends may at any time make 
advisable an entirely new dividend for- 
mula. We propose to meet whatever 
changed conditions present themselves 
adequately and as promptly as possible.” 








Sears Elected President 
of Columbian National 








The Columbian National Life has 
elected Francis P. Sears, president to 
succeed the late Arthur E. Childs. Mr. 
Sears has been the first vice-president 
and comptroller for a number of years. 
He was one of the incorporators of the 
Columbian National Life and has been 
a director since it started business in 
1902. Mr. Sears was the company’s 
first treasurer and was made a vice- 
president in 1905 and was elected comp- 
troller the following year. In 1919 he 
was made first vice-president. 

Mr. Sears was born in Waltham, 
Mass. in 1869 and was educated at the 
Massachusetts Institute of Technology, 
and holds the degrees of A.B. from 
Harvard College and LL.B. from the 
Harvard Law School. 


Other Changes in Staff 


A. A. McFall was elected vice-presi- 
dent and manager of agencies, and W. 
H. Brown, second vice-president and 
secretary, was elected executive vice- 
president and secretary. 

Mr. McFall has been superintendent 
of agencies for the Lincoln National 
Life. He first joined the Lincoln Na- 
tional in 1930 and has been in direct 
charge of middle western agencies of 
that company. 


—==_ 


John Hancock Mutual Lower, 
Dividend Schedule for 19} 


CHANGE OF 8%% IN NET Cos 
Payments Will Start at End of Secoy 


Year Instead of First 
Policy Year 





The John Hancock has taken two in. 
portant steps in connection with its 193; 
ordinary dividend distribution to becom 
effective Jan. 1. Dividends payable nex 
year will be substantially reduced, th 
new scale meaning a difference of abou 
8% percent in net cost of policies. The 
company also has decided to discontiny 
paying dividends at the end of the firs 
policy year and hereafter will not pay 
dividends until the end of the second 
year except on single premium life poli- 
cies and retirement annuities, on which 
the first year dividend will be continued 
The industrial scale will remain the 
same. 

The John Hancock also plans to ad- 
vance its single premium annuity rates 
Jan. 1. 

Effective Jan. 1, interest paid on 
funds left with the company will be 4 
percent instead of the 4% percent scale 
which is in force this year. 


Crocker Issues Statement 


“The year 1933,” says President Wal- 
ton L. Crocker in making the announce- 
ment, “has witnessed the further devel- 
opment of the general plans pursued 
during the several years past for placing 
the activities of the company upon a 
basis best calculated to meet the require- 
ments of the times in underwriting, in 
investment, in cost of operation and in 
reserve reinforcement. This has been 
done so far without adversely affecting 
the current premium-cost of our pol- 
icyholders, which over a long period of 
time has yearly been a decreasing sum 
on the policies concerned. Meanwhile 
the resources have been kept in condi- 
tion to meet demand and have always 
been prepared for any call which might 
be made. 


Strengthens Contingency Reserve 


“Tn 1931 the directors established a spe- 
cial contingency reserve, now amounting 
to $13,500,000 as an additional protec- 
tion to the general surplus fund of $44- 
000,000 and as an indication of intention 
to use such special reserve as a first line 
of defense against emergencies arising 
out of the abnormal times. It is desir- 
able that this contingency reserve should 
be materially strengthened now, in view 
of the conditions, the economic and 
financial uncertainties ahead of us, the 
restriction of investment opportunity 
and the certainty which all fiduciary and 
other investor institutions face, of re- 
duced returns for money loaned here- 
after. 

“The company’s liquid position is the 
strongest in its history and furnishes 
ample assurance for immediate emer- 
gencies.” 


Give 30 Day Grace Period 


on Commercial Accident 





Thirty days grace in paying pre 
miums will be permitted commercial ac- 
cident policyholders of the Pacific Mu 
tual after Jan. 1. This is believed to 
be an innovation in the commercial ac- 
cident field, although it has been a pro- 
vision of non-cancellable accident and 
health contracts for many years. : 

Old policyholders may have their 
contracts endorsed to contain the new 
provision. All new commercial accident 
policies after Jan. 1 will contain it 
The Pacific Mutual’s general agents 
and managers have been instructed t0 
retain renewal receipts on this form 
after Jan. 1 until the premium is paid 





in full. 
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Peoria Life Case 






Insurance Director Palmer Ins‘sts 
He Has Choice, Not 
Circuit Court 


INVESTIGATION STARTED 


Appointment of Law Partner of Judge’s 
Son May Hold Up Deal; See 
Supreme Court Test 


Failure of the Peoria Life last week 
brought two highly sensational develop- 
ments in its train. One was a contest 
between Insurance Director Palmer of 
Illinois and Circuit Judge Niehaus of 
Peoria county, Ill., over who should 
be appointed receiver. 
the start of an investigation by State’s 
Attorney E. V. Champion of Peoria on 
the Peoria Life’s affairs as a result of 
charges Of gross mismanagement made 
by Director Palmer in the petition for 
receiver. 

As a result there is every likelihood 
that plans for speedily negotiating rein- 
surance of the Peoria Life will be heid 
up pending determination by the Illinois 
supreme court of the question whether 
or not the insurance director has power 
over Illinois courts in appointment of 
receivers for insurance companies. 

Employed Broadened Powers 


Director Palmer exercised broad pow- 
ers given him by the legislature, when 
Judge Niehaus last week found cause 
for appointing a receiver; indicated he 
desired to appoint C. V. O’Hern whom 
Mr. Palmer approved, but also intended 
to appoint as co-receiver George Shurt- 
lef, a Peoria attorney who is a law 
partner of Judge Niehaus’ son. Mr. 
Palmer appointed Mr. O’Hern as re- 
ceiver. Judge Niehaus according to a 
statement issued later by Director 
Palmer insisted on the Shurtleff ap- 
pointment but Mr. Palmer said he did 
not agree as there would be unnecessary 
extra expense in fees and disbursements 
and divided authority and responsibility. 
Mr. Shurtleff nevertheless, in addition to 
Mr. O’Hern, was appointed by the 
court. 

A petition for a writ of mandamus to 
compel Judge Niehaus to expunge his 
order appointing Shurtleff will be filed 
in the supreme court not later than Dec. 
5, Attorney General Kerner announced 
this week. 

Shurtleff Urges Mutualization 


Mutualization for the best interests 
of policyholders was recommended to 
Judge Niehaus Tuesday by Shurtleff. 
He said this could be completely con- 
summated in a few days. 

Shurtleff told the court that Mr. Pal- 
mer told him Nov. 16 that he would 
attack Judge Niehaus through the pub- 
lic press if Shurtleff attempted to act as 
co-receiver, and that Mr. Palmer, from 
day to day has caused to be published 
in Peoria newspapers, and elsewhere, 
continuous attacks upon Mr. Shurtleff 
and Judge Niehaus. 

Replying to Mr. Palmer’s allegation 
that the court’s action in appointing two 
receivers might prove to be “tragic and 
costly,” Shurtleff said there has been 
no delay. 

Thinks Period Too Short 


_ In his opinion it would be a practical 
impossibility for any prospective pur- 
chaser of $20,000,000 worth of bonds, 
Mortgages, notes and real estate to 
make a fair estimate of their value 
within 30 days, the time advocated by 
(CONTINUED ON PAGE 9) 
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Receiver Fight in | Heads Life Section of 


the Group Association 








JAMES F. LITTLE 


NEW YORK, Nov. 23.—James F. 
Little, second vice-president and asso- 
ciate actuary Prudential, was elected 
chairman of the life section of the Group 
Association at the annual meeting here, 
succeeding B. D. Flynn, vice-president 
and actuary Travelers, who has been 
chairman for the last two years. E. E. 
Cammack, vice-president and actuary 
Aetna Life, was elected chairman of the 
group accident and sickness section, suc- 
ceeding Mr. Little in that position. 
Henry S. Beers, associate actuary Aetna 
Life, was reelected secretary of the as- 
sociation. 

While a number of matters were dis- 
cussed, new rulings are not expected 





Non-Medical 


Not Suited 


to Big Cities, Tull Says 





Companies rapidly are approaching 
the point where there is serious doubt 
whether non-medical insurance can be 
handled safely in metropolitan centers, 
either by experienced or inexperienced 
men, Secretary R. F. Tull of the Fi- 
delity Mutual declared in a paper on 
non-medical read at the New York City 
meeting of the Home Office Life Under- 
writers Association last week. 

The companies can ill afford, he said, 


to overlook any safeguards in larger 
cities, and for this reason, he believes, 
might well require medical examina- 
tion. 


Extending the non-medical privilege 
to new men might not, he said, bring 
satisfactory result in many large agen- 
cies employing mass recruiting methods. 

Intended as Rural Convenience 


“Non-medical insurance, as such, was 
designed to avoid the loss of good busi- 
ness and to give needed protection to 
worthy subjects in those communities 
where satisfactory medical examination 
is not readily available or can be ar- 
ranged for only with difficulty and in- 
convenience,” Mr. Tull said. “If this 
be true, then it would seem that the 
plan is properly applicable only in the 
scattered or rural communities. Pos- 
sibly my point may be made more clear 
by saying that it is not necessary for 
the large metropolitan centers or at best 
cannot be justified on the ground just 
mentioned—lack of available medical 
facilities. Indeed, I am inclined to feel, 
although I admit my inability to prove 


as a result of the meeting, as it is under- 
stood that no recommendations were 
made to the member companies. 











wellbeing. 
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Independence Square 





In Spite of All 


Millions and millions, as Thanksgiving Day nears, are 
saying that they have nothing to be thankful for. We in life 
insurance certainly are not in that situation. For there is one 
preeminent fact that should carry us over the boundary of 
complacent satisfaction into very real thankfulness. 
that despite the bewildering economic uncertainty, the com- 
mingled hope and apprehension for the future, the desperation 
in many other businesses, life insurance is healthily function- 
ing and possesses the implicit faith of our people. That faith 


is the foundation of our livelihood, and the assurance of our 


Looking beyond our own business, should we not on 
Thanksgiving Day vocalize our affirmation of faith in the 
leadership of our Government, in the indomitable courage 


of our people, and in the eventual return of normal national 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 


It is 


Philadelphia 

















this assertion, that the company which 
finds that its non-medical experience 
has not been satisfactory will probably 
also find that this in large measure has 
come about through business written in 
the large centers.” 

Except for the inspection report, the 
agent is practically in complete con- 
trol of non-medical applications. If he 
covers his cases in careless, indifferent 
manner, to that same extent will the 
result be unsatisfactory, with consequent 
loss both to company and agent. It is 
important that he have a clear idea of 
the responsibility resting upon him and 
be thoroughly schooled in the technique 
of non-medical underwriting, Mr. Tull 
said. 

Question of Qualifications 

“I am not at all sure that we neces- 
sarily eliminate all doubt as to an 
agent’s fitness or dependability for non- 
medical underwriting merely because he 
has written a few applicants who have 
been examined, or has served a few 
months probation, or has met some re- 
quirement intended to evidence a cer- 
tain degree of production excellence,” 
Mr. Tull said. “On the other hand, can 
we risk taking medically examined busi- 
ness from the agent whom we cannot 
or do not trust to submit non-medical 
applications ?” 

The Fidelity Mutual has written non- 
medical since 1925 with generally satis- 
factory result, he said. Investigations 
have shown an experience comparing 
favorably with examined business. The 
40 to 45 age group, however, showed a 
less satisfactory result than that re- 
vealed at the younger ages. Under- 
writing in this group has been more 
critical, and the company required ex- 
amination if there was present. the 
slightest indication that applicant was 
not in every sense a thoroughly nor- 


mal insurance subject. 
Underweights, especially at younger 
ages, and overweights, particularly 


where the applicant was 35 years of 
age or older, always were examined. 
In these cases, Mr. Tull said, it usu- 
ally developed that the underweight be- 
came lighter and the overweight heavier 
when placed on the scales by the ex- 
aminer. 

It is to be expected, of course, that 
companies will have claims as result of 
physical impairments existing at the 
time of making application. Most of 
these cases, Mr. Tull said, had they 
been examined, would have been ac- 
cepted with a rating or extra premium. 
He said underwriters must not over- 
look the savings in medical fees, a sub- 
stantial amount, as an offset. 


Less Important Factor 


_A gradual falling off in the propor- 
tion of business submitted on non-medi- 
cal basis, both as to number and 
amount, was noted. In earlier years 
the number of applications was approxi- 
mately 50 percent of all received. The 
amount of insurance applied for repre- 
sented about 18 percent. Coming down 
to 1932, 344% percent of the number of 
applications received were non-medical 
and the amount of insurance involved 
11% percent. 

The year 1933 shows more activity 
along the non-medical front. For the 
first six months non-medical has been 
approximately 38 percent as to number 
and slightly over 15 percent as to 
amount. More individuals are seeking 
small amounts of insurance now, 


Pays $148,000 Death Claim 
A death claim for $148,000 has been 
paid by the General American Life to 
the Bullock’s Corporation, Los Angeles 
men’s apparel store, on the life of its 
president, J. G. Bullock, well-known 








west coast business man. 
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4 THE NATIONAL UNDERWRITER 
i Nylic A ities | 
: In order further to meet the demand for retirement in- 
5 comes among men who must also have protection for i 
: their families until their policies mature, the New York § 
5 Life has just issued a new contract called the Annuity §& 
: Endowment. $ 
é This contract provides for an annuity of, say, $100 a 4 
® month to start “automatically” at age 65 with an op- 
: tion of $13,400 as a cash endowment in lieu thereof, § 
5 and also provides guaranteed values in event of lapse. § 
4 Provision is also made in this flexible contract for an- §& 
x nuities to begin at various optional ages. - 
% Insurance protection for beneficiaries is provided up to * 
“ age 65. For a $100 monthly annuity, $10,000 or the & 
5 guaranteed cash value, whichever is greater, would be & 
5 paid at death. The cash value would exceed $10,000 & 
3 in the later years of the contract. ® 
% For women who want a retirement income without pro- : 
i tection for their families, there are retirement, accumu-  & 
. lative and immediate annuities. For women who want & 
E a retirement income with protection for their families, § 
5 there is a wide variety of endowment contracts with op- & 
3 tional annuities. All New York Life endowment or § 
= life policies now being issued offer the insured an an- & 
: nuity under the optional methods of settlement. $ 
5 The New York Life agent is thus well-equipped with § 
3 contracts to meet the growing popular demand for life § 
. incomes guaranteed by a strong, legal reserve life in- é 
: surance company. s 
K eth) 51 MADISON AVENUE s 
. ' | NEW YORK, N. Y. E 
x e 
5 <I 
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Elect Richardson President 


of Pacific Coast Actuaries 





CONFERENCE AT DEL MONTE 





Non-Forfeiture Values and Effect of 
Prohibition Repeal Considered— 
Many Topics Covered 





DEL MONTE, CAL., Nov. 23.—R. 
B. Richardson, vice-president and gen- 
eral manager of the Montana Life, was 
elected president of the Actuarial Club 
of the Pacific States at its three-day 
annual meeting here. Marcus Gunn, 
associate actuary California-Western 
States Life. was elected vice-president 
and R. R. Brown, Oregon Mutual Life, 
secretary-treasurer. The executive com- 
mittee includes F. M. Hope, vice-presi- 
dent and actuary Occidental Life, retir- 
ing president; the three present officers 
and O. A. Ehrenclou, Northern Life. 

Non-forfeiture values and the repeal 
of the 18th amendment created much 
discussion. It was generally agreed that 
pre-prohibition statistics will be used 
following repeal with a stringent appli- 
cation until actual experience furnishes 
new statistics upon which to base under- 
writing rules. 

Consider Underwriting Problems 


The first day was devoted to a dis- 
cussion of underwriting problems with 
L. W. Morgan, Pacific Mutual Life, as 
chairman. Papers were presented by: 
Leo Dowling, Occidental Life on “Sale 
or Handling of Intoxicants,” with dis- 
cussion by R. C. Burton, New World 
Life; L. J. Schmoll, Metropolitan Life, 
on “A Measuring Rod for Over-insur- 
ance,” discussion by O. A. Ehrenclou; 
“Moral Hazard.” by C. C. Warner, 
West Coast Life; “Aviation,” by W. T. 
Flanagan, Pacific Mutual; “Double In- 
demnity,” by R. R. Brown, discussion 
by Marcus Gunn. 

The second day's session opened with 
a discrvssion by Mr. Gunn and Mr. 
Fhrenclou on “The reissue evil viewed 
from the following standpoints: First 
year commissions to agents; destruction 
of the morale of the agency forces; cost 
thereof—necessity of revamping cost 
estimates due to reduced average life- 
time of policy and elimination of profits 
within the select period.” 

Reeiverships Discussed 


A discussion of life insurance companv 
receiverships was led by Mr. Herfurth 
and W. C. Green of Coates & Herfurth 
and covered the following subjects: A 
just basis for various classes of policy- 
holders and claimants — particularly 
registered policyholders; justice of pay- 
ing death losses in full without deduc- 
tion of lien; proper basis of contract of 
sale; effect of failures on business of 
life insurance—distinguish between fail- 
ures resulting from embezzlement on 
part of officers and directors and those 
due to present economic conditions. 

Recent federal and state tax develop- 
ments were discussed by L. J. Cooper, 
Pacific Mutual Life; and R. B. Rich- 
ardson. 

A. G. Hann, actuary Pacific Mutual 
Life, led a discussion on: Present condi- 
tions and national administration poli- 
cies—their effect as applied to insurance 
companies and action needed by compa- 
nies. Sub-sections in the discussion and 
the leaders were: Taxation, by R. B. 
Richardson: cost of operation, E. S. Jen- 
sen, Great Republic: investment, Ralph 


Nelson and Mr. Richardson; interest 
rate, Gordon Thomson, West Coast 
Life: NRA _ regulations, M. Hollies, 


Occidental Life; changes in demand for 
forms of policies—present most popular 
forms, by R. C. Burton. The necessity 
of reducing non-forfeiture values was re- 
viewed by Gordon Thomson, West 
Coast Life, who discussed the recent re- 
port of the American Institute of Actu- 
aries on non-forfeiture values. Others 
who spoke on this subject were: H. H. 








Actuaries Debate 
Rewriting Policy 
with Heavy Loan 





An interesting discussion on replay 
ments was presented to the Detr 
Actuarial Club by Prof. W. O. Meng 
of the University of Michigan. 
sor Menge called attention to the ina 
curacy of the historic statement that tly 
policyholder cannot profitably surrende, 
his policy. To demonstrate his poin 
mathematically he took the case of x 
ordinary life policy on which the maxi. 
mum loan value had been obtained. Th. 
interest on this loan added to the ne 
premium paid was compared to the ne 
premium for a new policy for the ne 
amount at risk. He found that the fo 
lowing surrender charges were neces. 
sary in order that the insured could not 
profitably surrender his policy: 


roof 
I TOles 


Attained Percent of 
Age Reserve 
20 40 
30 34 
40 31 
50 28 
60 23 
70 17 
These calculations were on the basis 
of the American Experience 3% percent 
table and the interest assumption on 
loans 6 percent. The object of this 


demonstration was to show the need 
according to Dr. Menge, of higher sur- 
render charges in order to make it un- 
profitable to the insured to make the 
change. 

Interest Should Be Reduced 


M. S. Weinstein of the New York in- 
surance department surmised that the 
demonstration tended to prove that the 
interest rate on policy loans should be 
reduced to 5 percent instead of 6 per- 
cent. J. E. Little, Maccabees, stated 
that any replacement involving the pay- 
ment of advance premiums out of the 
policyholder’s reserve was bad practice 
Payment of commissions on replaced 
business, he said, should be contingent 
on new premiums collected on the new 
policy. A. G. Gabriel, Detroit general 
agent Midland Mutual, said that if re- 
placements were justified twisting will 
result. 

In discussing the question of cash and 
loan values A. T. Lehman, Detroit Life 
read excerpts from the committee report 
to the joint session at Chicago of the 
two actuarial societies. The report was 
discussed at length and the material re- 
viewed. 


Collapse of Life Companies 
Has Effect in Other Fields 


The collapse of some of the legal re- 
serve life companies in the west has had 
an effect on other branches of insurance 
Agents have had to take considerable 
time in making explanation and telling 
their customers that the fire and cas 
ualty companies were not involved. The 
names of companies caused more of 
less confusion. For instance, the col- 
lapse of the Globe & Rutgers Fire with 
its attendant publicity affected all the 
life companies that had the name 
“Globe.” Then the failure of the Na- 
tional Life, U. S. A., in Chicago had an 
effect on all fire and casualty companies 
with a similar name. Most people are 
not discriminating readers. They look 
over the headlines, see a name and then 
conclude that companies in which they 
are insured are in trouble. 





Buckman, California-Western States, 
and R. R. Brown. 

The closing session was devoted to 4 
discussion of home office labor saving 
machine and systems by C. H. Tookey. 
Occidental Life, and W. A. Munster, 
Postal Union Life. Annuities were dis- 
cussed by R. N. Griswold, California 
Western States Life, and M. Havens, 
Pacific Mutual. 
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Complicated Legal Question 
Due to Policy Moratorium 


yANY LAW SUITS EXPECTED 


insurance Attorney Reviews Points 
Raised by Action of Commissioners 
Last March 


Many thousands of claims against 
companies arising out of a_ technical 
question originating in the policy mora- 
torlum are expected in the next few 
years, L. S. Binkley of Ekern & Meyers, 
Chicago insurance lawyers, told the 
Chicago Life Insurance Lawyers Club 
this week in a paper on “Moratoriums—- 
Their Validity and Effect on the Insur- 
ance Contract.” 

The subject is one of vital interest to 
life companies and agents. It is one 
which thus far has not been develope:! 
and on which there are no cases which 
have been finally determined although 
there are many progressing through the 
courts. 

Mr. Binkley discussed a case originat- 
ing in Wisconsin where a woman made 
caim for the face value of the policy 
but was informed she was entitled only 
to the cash surrender value. Her hus- 
band after the policy moratorium had 
peen declared in that state by legisla- 
tive act and promulgation of the insur- 
ance commissioner, applied for cash sur- 
render value on his policy. The appli- 
cation was returned marked void on ac- 
count of the moratorium. Shortly there- 
after he died. 

Propounds a Question 


The question asked by Mr. Binkley is 
whether the prohibition against payment 
of cash surrender value during a policy 
moratorium prohibits surrender of poli- 
cies and cancellation of them, or per- 
mits cancellation but merely delays the 
day of payment. 

Mr. Binkley cited the Minnesota su- 
preme court’s ruling of July 7, 1933, in 
the case of State, ex rel, etc. vs. Moeller, 
a case involving mortgage foreclosure, 
in which the governor’s power to change 
or suspend the laws was denied. It was 
ruled his power is limited to calling out 
the state military forces to enforce the 
laws. 

Moratoriums created solely by execu- 
tive proclamation were mostly of short 
duration and called forth few questions. 
The legislative moratorium however in- 
volves more difficult points. Mr. Binkley 
asked if a legislature may impair direct 
provisions which many states have spe- 
cifically provided by statute shall be in 
every life insurance policy, such as cash 
surrender value or loans. 


Fine Points to Decide 


_ Can the legislature declare that a pol- 
ityholder cannot cancel his policy, that 
the company cannot pay the cash sur- 
render value or make any loans on it, 
but must continue to carry the insur- 
ance either on premium payment or ex- 
tended insurance plan during the mora- 
torlum, regardless of whether or not 
most parties desire to terminate the in- 
surance? 

Mr. Binkley said a search of law and 
decisions discloses that the constitutional 
provisions that no law shall be enacted 
impairing the obligation of a contract is 
not so broad and complete a protection 
as it would seem to indicate. There are 
a number of cases holding that legisla- 
tures may invoke police powers because 
of a public economic emergency, and in 
so doing impair obligation of contracts. 

In a recent case the Minnesota court 
upheld a moratorium on mortgage fore- 
closure while frankly conceding that this 
impaired the obligation of the mortgage 
contract. The case was Blaisdell vs. 
Home Building & Loan Association. 
The Minnesota statute thus sustained by 
the Minnesota supreme court is now on 
feview in the U. S. Supreme Court 
where it is likely to be decided shortly. 

W. M. Dougherty discussed the new 








civil practice act. H. L. Ekern of Ekern 
& Meyer told a story of an interesting 
life insurance case. 


Pennsylvania Agents Oppose 
Exemption Recommendation 


PHILADELPHIA, Nov. 23.—Life 
insurance agents of Pennsylvania are 
banding together for concerted action 
to defeat the proposal of the life insur- 
ance advisory council of the Insurance 
Federation of Pennsylvania that life in- 
surance agents be exempted from the 
Pennsylvania qualification law. The pro- 
posed amendment would leave it up to 
the judgment of the companies regard- 
ing the number or caliber of the men 
appointed as life insurance agents. 

Not only is this plan opposed by the 
agents, but the agents also seek to have 
the qualification law, as applying to life 
agents, made even more stringent. They 
seek a change in the law whereby a new 
agent would be given a _ temporary 
license to run for either six months or 
a year at the end of which period the 
agent’s general agent and company 
would have to certify that he is deserv- 
ing of receiving a permanent license. 

















Pilot Life Starts Out to 
Break Some Old Records 











Turning the entire home office into an 
enlarged agency department, in the lan- 
guage of Agency Manager J. M. Wad- 
dell, the Pilot Life of Greensboro i 
now engaged upon a determined effort 


1s 


to conclude 1933 with record produc- 
tion, loan repayments and _ reinstate- 
ments. 


Enlisting the influence of every home 
office girl, Agency Manager Waddell 
has named for each agency one of these 
sponsors. A feature of the campaign is 
the use of a big broadside displaying the 
pictures of each agency sponsor, ar- 
ranged in five competing agency divi- 
sions. 

Agencies are competing during No- 


vember and December for the Pilot's 
national championship trophy shield, 
and for divisional shields; individual 


agents for holiday turkeys. 

Although the first six months saw no 
Pilot records established, since that time 
production and increase of business in 
force mounted steadily to new highs, 


nom 


back as far as 1929, officials re- 


going 
port 


5. A. C, Conferense Bes. 8 


The conference of the Insurance Ad- 
vertising Conference to be held in the 
Pennsylvania hotel, New York, Dec. 6, 
will be open to all members of the as- 
sociation, according to announcement of 
President H. H. Putnam. Originally 
these meetings were confined to the lite 
members, but they were found to be 
valuable from the point of view of fire 
and casualty men as well. B. C. Forbes 
of Forbes Magazine and H. E. North, 
vice-president Metropolitan Life, will 
address the luncheon meeting. 





Investment Plan Not Insurance 
| LANSING, MICH., Nov. 23.—Provi- 


|sion for the disposition of accumulated 
funds in event of the death or disability 
of an investor does not bring into the 
class of insurance contracts the cumu- 
lative investment certificates of certain 
securities concerns, according to an opin- 
ion of the Michigan attorney-general 
prepared at the request of J. E. Reault, 
actuary and chief examiner of the in- 
surance department 

















ONLY MAJOR COMPANY 
TO SHOW GAIN 


N’NL was the only life in- 
surance company with more than 
$200,000,000 of life insurance 
in force to close the difficult year 
of 1932 with more insurance on 
its books than it had at the end 
of the preceding year, and also 
the only major company to write 
more new business in 1932 than 


in 1931. 













NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


© J. ARNOLD. pacswert 
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§ AFEGUARDS 


The Great-West Life is sub- 
ject to supervision by the In- 
surance Departments of all 


States in which it operates. 


It maintains on deposit in the 
United States securities more 
than sufficient to cover all lia- 
bilities to American policy- 






holders. All such securities 





and the depositaries with 





which they are lodged are ap- 





proved by the Insurance De- 








































partment of the States con- 
cerned. 


Assets Over $135.000.000 


Diversification 
ED Ghiaissadudue deve niaenebeudenens 17.68% 
PED Wa nude sneersciebeesenvace cesses 22.06% 
Municipal, State and County Bonds................ - 13.51% 
Canadian Government Bonds................0+00005 6.24% 
Railroad Bonds and Stocks................0eeeeees 01% 
Public Utilities, Bonds and Stocks.................. 3.04% 
Other Bonds, Stocks and Debentures................ 11.73% 


(Common Stocks amount to only .4%) 


dent, Phoenix Mutual Life; A. J. 
vice-president, 
R. R. Rogers, assistant secretary, and 


State Life of Indiana; H. M. Spencer, 
















HEAD OFFICE 
WINNIPEG - CANADA 


Policy Loans and Premium Notes..................-. 22.71% 
Real Estate (Includes Home Office Building)......... 2.06% 
DE Uh eadeGGNdee Wels SURNES s GH NKeeeketesesedaee .91% 
PL ic vitenithpndtestaéesesenseeenweeane 05% 
100.00% 
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Company Officials Confer 








County Debt Conciliation Committees 
to Be Formed Under Control 
of Governors 


WASHINGTON, D. C., Nov. 22.— 
Formation of county debt conciliation 
committees under jurisdiction and con- 
trol of state governors, it was agreed 
by insurance officials meeting with rep- 
resentatives of the Farm Credit Ad- 
ministration, presents definite promise 
of an early solution of the pressing 
debt problems of agricultural districts. 

Following the meeting, insurance rep- 
resentatives stated that no fundamental 
difference of opinion exists between 
them and the administration on the lat- 
ter’s plans for dealing with the problem. 


Discuss Agricultural Problems 


The conference was one of a series 
called by administration officials to dis- 
cuss the plight of agricultural debtors 
and action to be taken by holders of 
farm mortgages, including insurance 
companies. State debt adjustment or 
conciliation committees already have 
been appointed by 30 governors, it was 
said, and county committees have been 
appointed in many states. The work 
of the county committees will consist 
of attempts to get farmer debtors and 
their creditors together on a composi- 
tion. 

Those attending the conference in- 
cluded: S. F. Westbrook, vice- president, 
Aetna Life; G. W. Fowler, vice-presi- 
dent and treasurer, Bankers Life; C. G. 
Worsham, Connecticut General Life; P. 
M. Fraser, vice-president, Connecticut 
Mutual and C. P. Carter, supervisor 
mortgage loans; G. S. Beaumont, assist- 
ant treasurer Continental Assurance; I. 
M. Hamilton, president Federal Life; 
G. W. Cox, vice-president and general 
counsel, and J. Aubin, assistant 
treasurer John Hancock Mutual Life; 


. T. Torrens, vice-president, Kansas 
City Life. 
Some of Those Attending 


Also present were J. G. Driscoll, 
General American Life; H. T. Hornfeck, 
vice-president and T. M. Beal, Mutual 
Benefit Life; E. S. Brigham, chairman 
finance committee, National Life; E. H. 
Van Zandt, mortgage loan officer, New 
York Life; H. D. Thomas, vice-presi- 
dent, Northwestern Mutual Life; G. S. 
Moffett, manager mortgage loans, Penn 
Mutual Life; A. M. Collens, vice-presi- 
Davis, 
Provident Mutual Life; 
Paul Bestor, Prudential; A. A. Zinn, 
mortgage loan division, Travelers; O. J. 
Lacy, executive vice-president, Minne- 
sota Mutual Life; J. C. Kidd, executive 
secretary, Association of Indiana Legal 
Reserve Companies; Moncure March, 
Equitable Life of New York. 


Propose Clearing House to 
Report on Agents’ Status 


SAN FRANCISCO, Nov. 23.—For- 
mation of a clearing house for infor- 
mation on agents among life general 
agents and managers of this city is 
being advocated by a group in the Gen- 
eral Agents & Managers Association, 
with a view to eliminating undesirable 
agents. Opinion at a meeting of the as- 
sociation Nov. 21 was not unanimous on 
the proposal, many agency heads being 
opposed to establishment of such bu- 
reau. So divided is opinion that Presi- 
dent R. E. Orth later will appoint a 
committee to study the matter in con- 
junction with agency qualification and 
kindred subjects, with a view to clear- 





on Agricultural Problems 
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Lithgow Is Reelected by 
Canadian Life Officer; 





















J. H. LITHGOW 


TORONTO, Nov. 23.—The annual 
meeting of the Canadian Life Insurance 
Officers Association was held here, 
with J. H. Lithgow, general manager 
Manufacturers Life, in the chair. In his 
presidential report, Mr. Lithgow pointed 
out that the number of terminations of 
life insurance policies by surrender was 
four times greater in 1932 than in 1928, 
and that in 1928-32 inclusive, $204,014,- 
665 had been paid out. With these facts 
in mind, it is necessary for the com- 
panies to maintain high liquid reserves 
He urged a general reduction in the 
scale of surrender values on policies to 
be issued in the future. 

Prof. G. E. Jackson of Toronto Uni- 
versity, speaking on “The International 
Exchange Problem,” expressed the be- 
lief that the United States’ newly-mined 
gold-buying policy in an effort to boost 
commodity prices had been a “faux 
pas.” To raise internal prices, he said, 
there must be direct action on those 
prices in the United States. 

Mr. Lithgow was reelected president. 
Other officers are: First vice-president, 
F. S. Kimpf, Dominion Life; second 
vice-president, V. R. Smith, Confedera- 
tion Life; honorary secretary, H. W 
K. Hale, Sun Life; past-president, G. 
C. Moore, Imperial Life; executive 
committee, A. H. Beaton, National — 
C. C. Ferguson, Great West Life; 

C. Kennedy, Standard Life; D. E. Kr 
gour, North American Life; A. N. 
Mitchell, Canada Life; E. E. Reid, Lon- 
don Life; W. H. Somerville, Mutual 
Life of Canada, and H. D. Wright, 
Metropolitan Life. 





List of Companies That 
Failed in Depression 











In response to numerous inquiries as 
to the number of legal reserve lifs com- 
panies that have gone under during the 
depression and the disposition that was 
made of their business, THE NATIONAL 
Unperwriter herewith presents the list 
of such institutions: 
Faiied Company 
Home, Ark.. 


Disposition 
..Central States, Mo. 


Chicago National. eT eore Pacific States 
DEED BMGs ccccencceees Central Life, Ia. 
Security Life, Ill........ Central Life, Il. 
Inter-Southern, Ky...... Kentucky Home 
Northern States, Ind....Lincoln National 
Old Colony, Ill....... Life & Casualty, Il. 
Mississippi Valley, Ill....... Detroit Life 


Union National, W. Va. (formerly Gem 

















ing up business in San Francisco. 


| ope ..Lincoln National 
Victory Life, Ill.......... Victory Mutual 
Lincoln Res., Ala...Protective Life, Ala. 
Missouri State......... General American 
Cosmopolitan, Ill............. . Pending 
National Life, U. S. A........... Pending 
Ph DD ckavevedhesstessesens Pending 
DE SE, Dic bccn se cckuctagws Pending 
State Life, Ill...... Receivership pending 
















— Ss a a? heh 


_ 


— ah oem ab 




























Che annual 
e Insurance 
held here, 
al manager 
air. In his 
row pointed 
linations of 
render was 
an in 1928, 
, $204,014,- 
these facts 
the com- 
d reserves 
ion in the 
policies to 


ronto Uni- 
ternational 
ed the be- 
~wly-mined 
rt to boost 
1 a “faux 
Ss, he said, 
on those 


president. 
-president, 
e; second 
Confedera- 
y, H. W. 
sident, G. 
executive 
onal Life; 


: i 
teid, Lon- 
Mutual 
Wright, 





at 
ession 





juiries as 
lifs com- 
uring the 
that was 
NATIONAL 
; the list 


sposition 
ates, Mo. 
fic States 
| Life, Ia. 





Life, Ill. 
ky Home 
National 
ualty, Dl. 
roit Life 
y Gem 

National 
y Mutual 
jfe, Ala. 
kmerican 
Pending 
Pending 


Pending 
Pending 
pending 








November 24, 1933 


LIFE 














— — 


Valuations Committee Has 
Vexing Problem Before It 


CONDITIONS IN FLUX STATE 


Many Declare Some Average Formula 
Should Be Worked Out That 
Will Be Fair 


NEW YORK, Nov. 23.—When the 
sub-committee of the valuations com- 
mittee of the National Convention of 
Insurance Commissioners meets here 
Nov. 24 it will have for review a series 
of suggestions prepared by junior offi- 
cials of their respective departments. 
Though no hint as to the suggested 
formula for valuing securities during 
the new year has leaked out, the im- 
pression prevails that it will provide 
for some method of averaging values 
over a stipulated period, rather than 
taking market quotations as of Dec. 31. 
Conditions in industrial and financial 
circles are still in a state of flux. It 
is not anticipated the situation will be 


benefited when Congress assembles; 
rather this may tend to further con- 
fusion. The radical element in both the 


Senate and the House favors a policy 
of inflation, with the conservatives 
holding for a restoration of the gold 
standard. 

Will Not Get Roosevelt Support 


Neither of these policies will have the 
support of the administration. Presi- 
dent Roosevelt seemingly is determined 
to pursue his present course of pro- 
ceeding cautiously, testing out each step 
before going further. While the latest 
Congress gave the President authority 
to issue $300,000,000 of inflated cur- 
rency, and to devalue the gold dollar 
by 50 percent, he has done neither thus 
far, insisting instead that a conservative 
policy be followed. Uncertainty as to 
what the future has in store would seem 
to make it most unwise for the com- 
missioners arbitrarily to name a date on 
which security values be determined, 
many declare, notably since a review 
of market quotations since the first of 
the present year reveals an over-all aver- 
age fluctuation of close to 100 percent. 


Early Trial Is Sought for 
Men in Security Life Deal 


Early trial of nine men on charges of 
conspiracy to defraud in connection 
with affairs of the failed and reinsured 
Security Life of Chicago, is expected. 
Counsel for J. H. S. Lee, one of the 
defendants, initiated the move in Chi- 
cago this week. The other defense 
counsel will be asked to agree on an 
early date, probably Dec. 4, the date to 
which the cases were continued on mo- 
tion of one of the attorneys. 

The other defendants are M. J. Dor- 
sey, former president, C. E. Johnson, 
vice-president; J. W. Seids, secretary- 
treasurer of a real estate concern; Ber- 
tram Day, former president Northern 
States Life, also failed; Harry Tressel, 
vice-president Northern States and sec- 
retary Security Life; Harry Huttig, Ed- 
win Hult and C. R. Surface. The in- 
dictment charges these men placed 
$1,705,000 in mortgages on a Waukegan, 
Ill, factory building worth about $150,- 
000 and sold the mortgages to the in- 
surance companies. 


General American Maximum 
Profit Is Put at 6 Per Cent 


ST. LOUIS, Nov. 23.—Testifying in 
the suit brought by Dr. L. A. Feinstein 
ot St. Louis to force the General Amer- 
ican Life and Superintendent O'Malley 
to pay the $339 surrender value of his 
$3,000 Missouri State Life policy, W. 
W. Head, president of the General 





American, said competent actuaries had 








estimated the new company might real- 


ize from $1,000,000 to $1,800,000 on its 
contract with the Missouri State Life 
over a period of 15 years. Based on 


its $2,000,000 capital the maximum re- | 


turn would be 6 percent. 

He said Arthur Coburn of the North 
American Reassurance stated that on a 
conservative basis the company might 
make $1,000,000 under the contract over 
the 15 years, while Fackler & Breiby 
of New York, consulting actuaries, ex- 
presed the belief there would be no ret 
profit for the General American unless 
it developed considerable new business. 


Higdon Talks to Lions 
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Pay $208,000 Premiums in 
Month to Failed Company 








The remarkable persistency of life 
policyholders is demonstrated in the 
failure of the National Life, U. S. A., of 
Chicago. Receiver P. J. Lucey reported 
this week that since he assumed the 
post Oct. 17 he has received directly 
$208,007 in premiums to be held in trust 
pending reinsurance or reorganization 
plans. 

lowa and Ohio ancillary receivers 
are receiving and transmitting payments 
Mr. Lucey and doubtless have a 


| considerable amount as yet unreported. 


J. C. Higdon, vice-president Business | 
Men's Assurance, discussed “The Ro- 
mance of Life Insurance” before the | 
Lions Club of Kansas City, Mo. He 


told of the growth of life insurance and 
the idea back of it. Hé discussed the 
problems of suicides, aviation, state reg- 
ulation and taxation. Although there 
have been a few failures among life in- 


surance companies, said Mr. Higdon, 
“the system itself is fundamentally 
sound. The troubles have been precipi- 


tated by bad faith on the part of the 
management, and not by any inherent 
flaw in legal reserve life insurance.” 


Other states are impounding all prem- 
iums paid. 

Mr. Lucey reported $24,506 premiums 
was received Tuesday, the largest day’s 
receipts. The daily premium receipts 
range from $9,000 to $15,000. 

Bids for reinsurance, mutualization, 
etc., are to be received up to 10 a. m., 
Nov. 28. 


Interest Rates Cut 
Life companies of Canada in casting 
their financial policy for next year will 
as a rule decrease the rate of interest 


| paid on proceeds left with 2 company. | 











STABLE 








firmly 


operating. 
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It is estimated that about $50,000,000 
of such funds are now on deposit with 
Canadian companies. In the past as 
much as 6 percent was guaranteed. Then 
later it swung to 5 percent. One com- 
pany recently announced 4 percent. The 
Great West Life states it will pay 4% 
percent next year. It is stated the Ca- 
nadian banks will cut their interest rates 
to 2 percent early in the year. 


Registration Bill Passes 

JEFFERSON CITY, MO., Nov. 23. 
—The Missouri house passed with but 
one dissenting vote the bill to make 
registration of life insurance policies 
mandatory. Under the terms of this bill 
ample reserves for the protection of all 
life insurance policies and annuities 
would have to be maintained with the 
Missouri insurance department at all 
times. 


Connecticut Day Dec. 14 
HARTFORD, Nov. 23.—The Con- 
necticut Insurance Day program is to 
be held here Dec. 14. A program appeal- 
ing to insurance men in all branches of 
the business is being shaped up under 
the guidance of George E. Turner, pres- 


ident of the First Reinsurance of this 
city, who is general chairman of the 
event. 





established 


Continental, founded in 1897, has stood impreg- 
nable against the many financial and economic 


disturbances which have swept the country. 


It has grown steadily, becoming one of the fore- 
most multiple line insurance organizations now 
It is stable, firmly rooted, and its 
DURABILITY is unquestioned. 


In view of past and present business conditions, 


the value of a Continental connection is obvious. 
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Let Gs Gibe Thanks! 


There is much cause for gratitude 
among the insurance men and 
women of the country. 
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One of the stormiest epochs 


in the history of our Na- 
tion appears to be draw- 
ing to a close. That in 
itself is cause for rejoic- 
ing. 


But when consideration is 


given to the contribution 
life insurance has made 
to general welfare 
through its stability under 
trying conditions, those 
who administer its affairs 
should be thankful for 


their opportunity to serve. 


Che Prudential 


Iusurance Company of America 


EDWARD D. DUFFIELD, President 


Newark, New Jersey 


_| campaign. 
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M. Jay Ream Gives Suggestions 
As to Practical Prospecting | 





One of the most practical talks of the 
year was given by M. Jay Ream, general 
agent for the Mutual Benefit at Pitts- 
burgh, to the Cincinnati Life Underwrit- 
ers’ Association Nov. 16 on “Prospect- 
ing.” He is a recognized authority on 
this subject, many of his ideas having 
been heretofore published in the “Dia- 
mond Life Bulletins.” 

Said Mr. Ream: “It is entirely pos- 
sible for any reasonably intelligent man 
to keep himself fully supplied with pros- 
pects who are financially able to act on 
his suggestions. I distinguish between 
‘leads’ and ‘prospects.’ A prospect is 
a person to whom I have talked and 
who is ‘hot.’ A good lead is a person 
financially qualified and with whom I 
have a point of contact. 








Prospecting Interview Is a Selling One 


“It must be first recognized that a 
prospecting interview is a selling inter- 
view. I care not how good a salesman 
of life insurance you may be, if you can- 
not make a good prospecting interview, 
you will not be a leading producer. The 
leading producer in my office may not 
be the best salesman but when we re- 
cently analyzed the number of leads 
each man had gotten from the last ten 
cases he had closed, this man had more 
leads than nine other men together. 


“As to the ‘how’ of prospecting, may 
I suggest four points: (1) Don’t ask 
him to think. (2) Don’t ask him for the 
name of someone who is interested jp 
buying life insurance. (3) Get your leads 
from one or more of four groups: (a) 
his business associates; (b) his competi- 
tors; (c) his relatives; (d) his neighbors 
and social intimates. (4) Decide before 
you go which of those four groups offer 
the best possibilities and then visit in an 
interesting way about his business, his 
competitors, his relatives or his neigh- 
bors.” 

Milk Bottle Illustration 

Mr. Ream illustrated his talk by draw- 
ing upon the blackboard four milk bot- 
tles, each bottle representing one of the 
four mentioned groups. He said there 
was always some cream at the top of 
every bottle for every man an agent 
talked to—some of his business asso- 
ciates were making money and on the 
way up, some of his competitors were 
doing well, some of his relatives had 
a situation needing life insurance, some 
of his neighbors were building homes or 
buying automobiles. 

The job of the agent is to find the 
cream which financially qualifies the 
lead and then to use the policyholder or 
friend as a point of contact. 




















Protective Life Sends Out 
25th Anniversary Souvenir 





The Protective Life of Birmingham 
has sent out an exquisite souvenir book 
entitled, “Book of Alabama and the 
South,” which commemorates the silver 
anniversary of the company. The au- 
thor is John Temple Graves, II, and 
the drawings by Evelyn Hinman Smith. 
The book is handsomely bound and 
tells first the story of the Protective 
Life, its origin and development. A 
section of the book is devoted to each 
of the southern states in which the Pro- 
tective Life does business, Alabama, 
Arkansas, Florida, Kentucky, Louisiana, 
Mississippi, North Carolina, Tennessee 
and Texas. One hundred and thirty 
pages are given to the history and main 
features of each of the counties of Ala- 
bama. Then comes the list of people, 
their names in their own handwriting 
from the various counties, who pur- 
chased insurance during the anniversary 
Some pages are taken up 
with a description of the juvenile thrift 
clubs organized by the Protective Life. 
Then follow cuts of all the agents who 
participated in the movement. 

The Protective Life is one of the 
sound southern companies. S. F. Cla- 
baugh is president. 


New Kansas Investment Law 


TOPEKA, KAN., Nov. 23—A bill 
fixing the limits for investments of life 
insurance companies has been passed by 
the Kansas legislature. Another bill 
which has ‘been passed by the house lim- 
its the salaries, commissions and fees 
of insurance company officials. 


Thurman Club Speaker 


E. B. Thurman of Chicago ,general 
agent New England Mutual Life, will 
give a talk before the University Club 
of Evanston, IIll., Saturday evening on 
the subject, “Can I Depend on My Life 
Insurance?” 


Biscay Is Recovering 
C. M. Biscay, advertising manager of 
the Western & Southern Life, is re- 
covering rapidly and has now been re- 


moved from the hospital to his home. 
He will probably commence going 


Simplified Court Practices 
in Illinois Found Helpful 





Illinois has a new law doing away 
with all cumbersome and intricate rules 
of court procedure. Legal proceedings 
hereafter in Illinois will consist simply 
of a statement of claims or demands, 
with specific answers. The importance 
of the reforms is indicated by the fact 
that it takes about 24 foolscap pages 
merely to point out the technicalities 
that are abolished. 

The new law not only simplifies 
pleadings, but also trials. Either party 
can call on the other to admit facts 
and if the admission is not made, the 
cost of proof is assessed on the side 
that refused to make the admission, re- 
gardless of the outcome of the case. 

Insurance companies will be affected 
in all their litigation. The Chicago In- 
surance Lawyers Club set apart the 
November meeting for a discussion of 
the new procedure. Wilfred M. Do- 
herty of Defrees, Buckingham, Jones & 
Hoffman presented a paper on the sub- 
ject. 


Seek Arrest of Judgment 


for Stevens of Illinois Life 








An effort is being made to secure 
oe of judgment in the conviction of 

E. J. Stevens, former vice-president [Tli- 
nois Life. Motion to this end was filed 
in court at Chicago based not on new 
evidence but on several new points of 
law. Mr. Stevens faces one to ten years 
in the penitentiary for embezzling $1,- 
308,000 from the Illinois Life for benefit 
ot the Stevens Hotel Company of which 
he was president. 


F. W. Ziegler Gets 18 Months 


BALTIMORE, Nov. 23—F. W. 
Ziegler, former claim agent for the 
Home Friendly and a son of Vice-Presi- 
dent D. F. Zeigler, was sentenced to 18 
months in the house of correction in 
the criminal court after he and four 
other men pleaded guilty to charges of 
conspiracy to defraud the company by 
fraudulently collecting death benefits on 
insurance policies by falsely reporting 
deaths of insured persons who were 
really alive. Three agents, J. L. Mus- 
sington, F. W. Schneller and Sanford 





down to his office in about two weeks. 
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| Receiver Fight in Peoria Life Case 





(CONTINUED FROM PAGE 3) 


Mr. Palmer that they should be sold. 
The company owns 1,300 mortgages on 
lands in many states. nan 

Shurtleff expressed opinion that no 
bidder would offer the true value of the 
assets and a serious loss to the policy- 
holders would result, if Mr. Palmer’s 
plan were followed. ; 

In a mutualization plan, sale of as- 
sets by policyholders, as sellers, to 
themselves, as buyers, he said, would 
make it less important what purchase 
price was. Depressed price of securi- 
ties would do little harm, he said. As 
value of assets increased with increas- 
ing prosperity policyholders would be 
benefited. 


Appoint Ancillary Receivers 


B. C. W. Hyde, Jr., was appointed 
ancillary receiver in Kansas and Mis- 
souri by Federal Judge Hopkins of Kan- 
sas City, Kan. and Federal Judge 
Reeves of Kansas City, Mo. Ross Hall- 
gren, former state agent Peoria Life, 
and R. A. Page were appointed Indiana 
ancillary receivers. 

James Crume of Chicago, who has 
been much in evidence in several recent 
life insurance failures in Illinois as sec- 
retary or representative of various stock- 
holders’ and policyholders’ protective 
committees, addressed a meeting of Pe- 
oria Life policyholders, bankers and 
business men in the home city, explain- 
ing a mutualization plan. 

Judge Niehaus crossed out several im- 
portant clauses in the order prepared by 
Attorney-General Kerner, which would 
have given the receiver authority to 
move quickly in conserving assets and 
business. Nearly three pages were 
stricken. The deleted sections provided 
that the receiver was to solicit written 
proposals for reinsurance of Peoria Life 
business or sale and disposition of as- 
sets. 

The court also struck out a section 
providing for an injunction restraining 
officers, agents, employes, etc., from 
transacting business until further order. 


Seven Causes of Failure 


Seven causes for the Peoria Life fail- 
ure are assigned by the insurance de- 
partment examiners: Poor investments, 
high acquisition costs, dividends de- 
clared to policyholders, which were not 
earned, excessive expenses in conduct- 
ing the business, company’s funds ad- 
vanced to officers and employes for 
which the company has not been reim- 
bursed, increase in capital stock for 
which the company received no consid- 
eration, submitting false annual state- 
ments to the Illinois insurance depart- 
ment with the knowledge of responsible 
officers. 

“These causes indicate that the affairs 
of the company have been grossly mis- 
managed,” the report concludes. It is 
signed by Lorenz Jost, examiner. The 
report shows an impairment of $3,282, 
182. 

Charges of Irregularities 


Various charges are made of irregu- 
larities by named officers. Responsibil- 
ity for most of the transactions ques- 
tioned is placed upon Emmet C. May, 
chairman of the board since January 
and prior to that president. 

“Mr. May, then president of the com- 
pany, had complete charge of the sub- 
scriptions to the various increases of the 
capital stock,” the report states in re- 
gard to the charge that no considera- 
tion was received for a part of Peoria 
Life stock shown in records as fully 
paid. 

“Through manipulation of the various 
company accounts, including the com- 
Pany account with the Bank of Peoria 
and his personal account with the Bank 
of Peoria, he was able to show that all 
the outstanding stock had been fully 
paid up.” 

The contention is substantiated, it is 


Keelen, first vice-president, that 3,756 
shares were not paid for. 

A further substantiating circumstance 
is found, according to the examiners, in 
the fact that in 1932, 3,750 shares were 
transferred to Mr. Keelen, as trustee, 
by Emmet C. May, his son, Walter E. 
May and George Clark. Mr. May trans- 
ferred 3,479 shares, his son 50 shares 
and Mr. Clark 221 shares. The original 
sale price of stock was $40 a share. Mr. 
Keelen, before becoming first vice-presi- 
dent of the Peoria Life, was employed 
in the Illinois insurance department. 

The examiners found that on Sept. 27, 
1930, the Bank of Peoria charged the 
Peoria Life’s account $40,000 and cred- 
ited the sum to the account of E. C. 
May. 

This item was handled in the same 
manner as a $20,000 debit item of Dec. 
31, 1929, with reference to the annual 
statements submitted to the insurance 
department for the years 1930 and 1931. 
By these transactions, the examiners 
say, the company inflated its surplus 
$60,000 for 1930 and 1931. 

On Sept. 24, 1932, the company ac- 
quired four mortgage loans from Mr. 
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May in the total amount of $77,500. In | Life stock to Keelen on Dec. 12, 1932, 


appraising farm land upon which three 
of these loans were made, the report 
shows that J. H. Leaverton, Mr. May’s 
chauffeur for many years, acted as one 
of the appraisers. T. H. Harris of Tre- 
mont, acted with him upon two occa- 
sions and F. J. Potter, Peoria, in the 
other. 

Leaverton and Harris appraised 400 
acres of farm land, without improve- 
ments, in Polk county, Minn., at $32,000 
under date Dec. 16, 1932. The property 
was transferred to May from Mr. Kee- 
len by a quit claim deed dated Sept. 20, 
1932, for “one dollar and other good and 
valuable considerations.” Mr. Keelen 
acquired the land Nov. 1, 1924, for $8,- 
000 as shown by the abstract. The loan 
taken by the insurance company was 
for $15,000. 


Chauffeur Appraised Farms 


Another of the loans, for $24,000, was 
upon 320 acres of improved farm lands 
in the same Minnesota county. Mr. 
May’s chauffeur and Harris appraised 
the property value at $48,000. 

A third loan of $8,500 is secured by 
first mortgage on 200 acres of improved 
farm land in Lyon county, South Da- 
kota. 

Attention is called by the examiners 
to the transfer of 800 shares of Peoria 


as evidenced by the stock ledger. 

Examiners found that large sums of 
money were expended annually to en- 
tertain what was known as May’s $100,- 
000 club. All agents who wrote $100,000 
of business were taken on extensive trips 
sponsored by the company. 


May Declines to Comment 


Emmet C. May has declined to make 
any statement concerning charges of 
fraud and mismanagement cast at his 
regime. He appeared at the Peoria Life 
office Friday when the co-receivers took 
over affairs, assisting them and Karl B. 
Korrady, representative of the insurance 
department, in getting acquainted with 
officials and employes. Mr. Korrady, of 
Chicago, former manager Connecticut 
General and technical assistant of the 
Illinois Life receiver, has been appointed 
personal representative of Mr. Palmer 
in the Peoria Life’s affairs. 

Concerning rumors that criminal ac- 
tion was imminent, State’s-Attorney 
Champion said that no evidence of crim- 
inal acts had been brought to his atten- 


tion. He was in Springfield last Friday 
and it is understood that he conferred 
with Attorney-General Kerner about 


the tangled affairs. : 
The examiners took serious exception 
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10 THE NATIONAL UNDERWRITER 

















KING SOLOMON SAID: 


*Seest thou a man diligent in his 
business? He shall stand before kings.” 


The life underwriter who works diligently 
and intelligently is always respected by 
those with whom he contacts. 


The indolent underwriter soon earns and 
merits the scorn of those whom he assumes 
to serve. 


Enthusiastic, diligent, thinking under- 
writers are now winning their awards in in- 
creased volume, lasting friendships and 
larger incomes. 


THE MIDLAND MUTUAL LIFE 


INSURANCE COMPANY 
Columbus, Ohio 
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at $2,649,580 on the books, the Old 
Trails farm in Galloway county, Mo., at 
$222,358, the Berkshire hotel on East 
Ohio street, Chicago, at $740,785 and 
other properties at $1,028,074. These val- 
uations, the examiners stated, were 
greatly in excess of true, fair, cash mar- 
ket value. 

They showed net loss on the Old 
Trails farm: 1929, $5,137; 1930, $15,285; 
1931, $19,800; 1932, $22,785. On the 
Berkshire hotel rate of return in 1931 
was 1.3 percent and in 1932, 1.1 percent. 
The property was stated to be of un- 
certain and doubtful value and not meet- 
ing the requirements for investment of 
reserve funds for life companies. 


Losses on Other Lands 


On 101 other parcels of real estate lo- 
cated in eight states large sums had 
been expended for taxes, repairs and 
other expenses since 1928 and against 
these there was chargeable a heavy op- 
erating loss. Net loss on 29 parcels of 
real estate in 1928 was $891; on 46 par- 
cels in 1929, $3,928; on 53 parcels in 
1930, $6,830; on 68 parcels in 1931, $20,- 
151; and on 101 parcels for nine months 
of 1932, $17,636. 

Director Palmer stated this week that 
Illinois law specifically requires the di- 
rector of insurance to appoint a receiver 
when the court upon filing of petition 
finds a company to be insolvent. He 
said the court was not asked to appoint 
the receiver as it was the responsibility 
of the director. Attorney-General Ker- 
ner was present at the court proceed- 
ings. 

Director Palmer said he did not learn 
until after the court hearing that Mr. 
Shurtleff was a law partner of the 
judge’s son, which, he said, appeared to 
“inject a new factor into the case and 
involve the violation of a principle which 
this department cannot countenance. 


Palmer Makes Statement 


“However honorable, high minded 
and able a candidate for receiver may 
be, and I am raising no question as to 
Mr. Shurtleff’s integrity or ability, I 
intend during this administration of the 
insurance department to appoint as re- 
ceivers only competent people who have 
no possible connection, either as rela- 
tives or through business or professional 
affiliations, with the company involved, 
or with this department or with the 
court having jurisdiction.” 

Mr. Palmer’s stand is backed by At- 
torney-General Kerner, who stated the 
statutes are clear and unmistakable re- 
garding appointment of receiver. 

“The receivership of a life insurance 
company is unlike that of any kind of 
receivership,” Mr. Palmer said, “involv- 
ing technical questions and dealing with 
policyholders in 25 or more states and 
with the insurance departments of those 
states: It is not in any sense altogether 
a local matter. 


Declares Speed Essential 


“Further and more important, speed 
is essential and any delay means a loss 
of hundreds of thousands of dollars to 
the policyholders. In the opinion of this 
department and its legal advisers, the 
appointment of Mr. Shurleff is null and 
void, and that matter will have to be 
determined by the supreme court. The 
delay may prove to be a tragic and 
costly one.” 
Mr. Palmer said that “a score of re- 
ceiverships of smaller companies and one 
of a large life company have been han- 
dled in the manner in which we intended 
to handle the Peoria Life in line with 
the statutes.” He said the principles in- 
volved are of such interest to the people 
of the state and to the policyholders 
that he feels justified in maintaining the 
position he has taken. 

Disregarding his future intention as 
to the Shurtleff appointment, Mr. Pal- 
mer stated he was cooperating to the 
fullest possible extent with both receiv- 
ers. The department has tendered them 
separately and jointly the services of 
experts on the staff and also services of 
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tion. The department has five exper. 
enced men working with the receivers ay 
the home office. 


Regarding the investigation as to the 
irregularity in the Peoria Life, M, 
Palmer said he has no duties or obliga. 
tions to prosecute persons who may 
have violated the criminal code. That 
matter is entirely in the hands of the 


Peoria county state’s attorney. 

Mr. Palmer said he hoped to secure 
orders. shortly requiring reinsurance 
bids to be filed within 30 days. Plans 
for prompt reinsurance are going for- 
ward in spite of the conflict over re- 
ceivers. All premiums received pending 
final adjustment are being impounded 
in a special fund. Mr. Palmer urged 
that policyholders continue to pay their 
premiums when they fall due. 

While assets are seriously depleted, 
he expressed hope that a reinsuring 
company might be found that would pay 
all death claims in full. It will how- 
ever undoubtedly be necessary to place 
temporary liens upon reserves. 

Mr. Palmer called attention of all 
agents to the anti-twisting statute of 
Illinois and said it will be strictly en- 
forced. He urged policyholders not to 
become stampeded. 

O’Hern and Shurtleff filed $100,000 
bonds each. They took charge of affairs 
Nov. 17 and discharged 75 percent of 
the office help, or 140 employes, to re- 
duce operating expenses. 

A group of prominent Peorians is at- 
tempting to save the concern “for Pe- 
oria.” They have several propositions 
in mind. Several policyholders have 
written to the receivers suggesting that 
a small fee be assessed each policyholder 
to make up the deficit over a period of 
years. 


Another Receivership Action 


Petition for receiver for the Hotel 
Pere Marquette, of which the Peoria 
Life was the principal owner, was filed 
this week by the St. Louis Union Trust 
Company. It was charged the hotel de- 
faulted on $27,000 first mortgage bonds 
which became due July 1. The Peoria 
Life is named co-defendant in the re- 
ceivership bill. 

It is asserted that 
G. B. Pattison, G. A. Clark, E. N. 
Woodruff, G. W. Parker and J. B. Wal- 
fenbarger, officers of the Pere Marquette 
Building Corporation and of the Peoria 
Life, guaranteed payment of a part of 
the debt. The principal amount due is 
$950,000. It is stated net worth of these 
individuals is insufficient to pay the de- 
ficiency resulting after applying the real 
estate, buildings and furnishings to the 
indebtedness. 

The Bank of Peoria with $450,000 de- 
posits closed its doors last week, the 
same day the Peoria Life failed. It too 
was controlled by the company. 

‘he total amount advanced to the 
Pere Marquette Building Corporation 
for the years 1932 and 1933 is shown as 

$203,072. The Peoria Life owns stock 
of $1,775,000 par value in the corpora- 
tion which erected the Hotel Pere Mar- 
quette. 


Emmet C. May, 


Budinger Chicago C. L. U. Head 


F. J. Budinger, manager in Chicago 
for the Franklin Life, was elected presi- 
dent of the Chicago C. L. U. chapter. 
A. J. Johannsen, supervisor Northwest- 
ern Mutual, was elected vice- — 
and W. W. Meigs, supervisor New Eng- 
land Mutual, secretary-treasurer. The 
members discussed educational activ!- 
ties, particularly the preparatory course 
to be conducted on the McKinlock 
campus of Northwestern Universit) 
starting Feb. 2 and running to May 22. 
This will cover parts I-III, inclusive 
of the C. L. U. examinations. Mr. Jo- 
hannsen is director of the course. In- 
structors will be G. S. Brown, Penn 
Mutual; R. L. Davis, past president 
Chicago Association of Life Underwrit- 
ers, and W. N. Hiller, Penn Mutual, 
who will lecture respectively on parts 
1b, psychology and sales. Classes wil! 





the insurance liquidation bureau. He 
stands ready to continue this coopera- 


be held Tuesday and Friday each week 
from 5:15 to 7:15 p. m. 





Aet 


er 24, 1933 
= saa 
ve experi. 


receivers at 


Mm as to the 
Life, Mr 
» Or obliga. 
who may 
ode. That 
nds of the 
lv. 
1 to secure 
reinsurance 
ays. Plans 
going for- 
tt Over re- 
ed pending 
impounded 
mer urged 
> pay their 
p. 
y depleted, 
reinsuring 
would pay 
will how- 
y to place 
Ss 


on of all 
Statute of 
trictly en- 
-rs not to 


| $100,000 
: of affairs 
ercent of 
res, to re- 


ans is at- 
“for Pe- 
Opositions 
ers have 
sting that 
licyholder 
period of 


tion 


he Hotel 
ie Peoria 
was filed 
ion Trust 
hotel de- 
ge bonds 
ie Peoria 
| the re- 


C. May, 
. & 
B. Wal- 
farquette 
e Peoria 
part of 
t due is 
of these 
the de- 
the real 
s to the 


000 de- 
eek, the 
It too 
- 
to the 
Oration 
10WN as 
s stock 
orpora- 
re Mar- 


Head 


chicago 
1 presi- 
hapter. 
thwest- 
esident 
v Eng- 
The 
activi- 
course 
‘inlock 
versity 
lay 22. 
clusive 
ir. Jo- 
. In- 
Penn 
‘sident 
‘rwrit- 
[utual, 
parts 
ss will 
w eek 





November 24, 1933 


LIFE INSURANCE EDITION 








Larger Cash Balances Must 
Be Kept by Life Companies 
VALUABLE LESSONS LEARNED 


Aetna Life Officials Discuss Conditions 
in Conference with LeLaurin 
Agency in New Orleans 


NEW ORLEANS, Nov. 23.—An en- 
couraging straw that points the direc- 
tion of the economic winds is the de- 
cline in the number of insurance policy 
joans and surrenders applied for, Mor- 
gan B. Brainard, president of the Aetna 
Life, asserted here at a conference with 
the F. E. LeLaurin general agency. 
Accompanying him on his trip to the 
south are S. T. Whatley, vice-president 
R. B. Coolidge, assistant superintendent 
of agencies; H. W. Florer, agency as- 
sistant, and Gordon H. Campbell, gen- 
eral agent at Little Rock. 

“Insurance companies have learned 
some valuable lessons during the past 
year,” said Mr. Brainard. “For one 
thing, they must keep larger cash bal- 
ances. The bank holiday last March 
brought on a crisis in which life insur- 
ance companies were looked upon by 
the public as an only source of funds. 
Obviously, insurance companies were 
not prepared for the serious drain on 
their cash resources that threatened. 
Contrary to general opinion, the mora- 
torium on loans and surrenders was not 
opposed by insurance companies. Ac- 
tually, most of them welcomed it as 
being in the interest and for the pro- 
tection of policyholders. It speaks vol- 
umes for the institutions that most com- 
panies removed the restriction within a 
month after its declaration. But the 
crisis taught us a lesson, to keep larger 
cash balances and a larger proportion 
of our investments in government 
bonds.” 

Despite farm troubles of the past 10 
or 12 years, Mr. Brainard said the 
Aetna’s farm mortgage investments 
have turned out well. “Our faith in 
farm loans as an investment for life in- 
surance funds is undisturbed. We will 
seek more of them when conditions 
warrant.” 

Mr. Brainard and his party also vis- 
ited the S. M. Carson general agency 
at Atlanta. 


Continues Wildcat Drive 

OKLAHOMA CITY, Nov. 23.—Fol- 
lowing up his announced plan of fight- 
ing non-admitted life assessment asso- 
ciations soliciting business in Oklahoma, 
Commissioner J. G. Read thas written 
editors of 378 state newspapers asking 
for their cooperation. Fifteen mutual 
benefit assessment associations have 
been called to the attention of the com- 
missioner. They are soliciting business 
in Oklahoma, offering certificates up to 
ages 75, 80 and 90 years, at a ridicu- 
lously low cost per month and no phy- 


sical examination required. He con- 
tends that such an offer on the part of 
these unlicensed companies indicates 


their character and the fallacy of their 
proposals. 


Morton Heads Advertisers 


TORONTO, Nov. 23.—At the annual 
meeting of the Canadian Life Insurance 
Advertisers Association here, E. Mor- 
ton, advertising manager North Amer- 
ican Life, was elected president, with 
M. S. Crockford, supervisor of field 
service Excelsior Life, as vice-president. 
F. G. Ivory, Canada Life, was reelected 
secretary. 


Oregon Mutual Home Office Meet 


The Oregon Mutual Life held a gen- 
eral agents and managers convention at 
the home office this week. All man- 
agers and general agents attended. W. 
C. Schuppel, executive vice-president, 





October Ordinary Sales 
Are 94% of Last Year’s 











HARTFORD, Nov. 23.—New ordi- 
nary life sales in October were 94 per- 
cent the total for October, 1932. The 
general trend in sales during the month 
was upward. In every section of the 
country the monthly experience was 
better than the average for the year to 
date. In the south central section sales 
were larger than a year ago, and the 
New England and south Atlantic states 
also had a better month than the coun- 
try as a whole. 
The following ratios by sections show 
the trend in life insurance sales during 
October and for the ten months of this 
year: 

Ten Mos. 

1933 

Oct., 1933 Comp. to 
Comp. to Ten Mos. 


Oct., 1932 1932 
United States total..... 94% 85% 
New England ......... 96 91 
Middle Atlantic ........ 94 83 
East North Central..... 91 85 
West North Central.... 94 87 
South Atlantic ........ 97 84 
East South Central..... 101 94 
West South Central....102 88 
BEDE ecescececsaser 87 80 
PGE £60 cdaceueenveces 85 81 

Cities 

 cakteavennceaeys 98 88 
CD wsesseccenece . 80 87 
Pere eee 101 83 
PEE cavenscoveccescece 99 82 
Los Angeles ....... . &0 81 
i i J serscestenes 91 77 
Philadelphia ........ 104 8: 


St. Louis 


Dunham Interviews Canadians 


Col. H. P. Dunham, Connecticut in- 
surance commissioner, and G. W. Car- 
roll, in charge of the securities division 
of the Connecticut department, have re- 
turned from a trip in Canada, during 
which they visited several Canadian 
government officials, including Prime 
Minister Bennett and insurance company 
executives in order to get the viewpoint 
of Dominion people on the valuation 
question. 


Lawson Is Indicted 


E. C. Lawson, former West Virginia 
auditor and ex-officio insurance com- 
missioner, was indicted by a criminal 
court grand jury at Clarksburg, W. Va., 


charged with the fraudulent sale of 
stock in the Guaranty Investment 
Company. 

May File Brief 


LINCOLN NEB., Nov. 23.—Attor- 
ney-General Good has asked Commis- 
sioner Herdman to penalize the Occi- 
dental Life, Los Angeles, for the acts 
of its agents in Nebraska in rebating, 
following the recent hearing in which 
the agents made no defense. Mr. Herd- 
man, however, has given the company 
an opportunity to file a brief in opposi- 
tion. R. W. Wilson, division superin- 
tendent, testified at the hearing that the 
company had no knowledge of what was 
going on, and did not permit such prac- 
tices. 


Attack Sumner-Wilcox Bill 


At the meeting of the American Life 
Convention Financial Section in Chi- 
cago, a committee was formed to dis- 
cuss ways and means of arousing oppo- 
sition to the Sumner-Wilcox bill in 
Congress providing for municipal bank- 
ruptcy action. Life companies are 
deeply interested in this because of their 
large holdings in municipal bonds. The 
committee met in Chicago this week to 
make a preliminary survey. Later on a 
specific program will be developed. 
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E= For Men 


Who Like Action 


A 37-year-old mutual company... 
soundly managed ... progressive... 
with a complete line of contracts. 
Truly a young man's company. 
BEST'S RATING “A” 


CENTRAL LIFE 


Assurance Society 
(MUTUAL) 
DES MOINES 





COURAGE and CONFIDENCE 


are needed to grasp Opportunity! 


Com, 


ARE YOU QUALIFIED FOR AN ATTRACTIVE 


GENERAL AGENCY OPPORTUNITY? 
om, 


GIRARD LIFE INSURANCE COMPANY 


Opposite Independence Hall 


Philadelphia, Pa. 











TRIPLE INDEMNITY LIFE INSURANCE 
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General Agency 
Contracts 


available at Bangor, Me.; 
Cincinnati, Ohio; Toledo, 
Ohio; Erie, Penna.; Har- 
risburg, Penna.; Altoona, 
Penna.; Williamsport, 
Penna.; and Detroit, 





Mich. 


with Weekly Accident Disability 


in One Contract for One Premium 


Inquire 


UNITED LIFE 
and ACCIDENT 


INSURANCE COMPANY 


United Life Bldg., Concord, New Hampshire 
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Valuation Committee’s Responsibilities 


THE valuations committee of the Na- 
TIONAL CONVENTION OF INSURANCE ComM- 
MISSIONERS has a profound task before it 
to present recommendations to be adopted 
by the general body at the forthcoming 
meeting in New York. While there has 
been criticism of the plan adopted hereto- 
fore, yet in a time of catastrophic and un- 
precedented conditions, the commissioners, 
in our opinion, acted very wisely in estab- 
lishing an average value. There were modi- 
fications made for Dec. 31 last year. How- 
ever, the average established heretofore 
will not be proper for Dec. 31 of this year 
because of the many developments during 
the year. There will undoubtedly be an 
attempt made to present a truer picture of 
a company’s financial situation than was 
possible under that followed for Dec. 31, 
1932. 

There may have been a certain amount 
of injustice to the public so far as some 
companies were concerned where their 
common stocks depreciated severely in 
value. As a whole, however, we maintain 
that the commissioners acted intelligently 
and with due regard to all interests. 


Whether it is safe to take the values of 
one particular day when those of the day 
following or the day previous may be 
vastly different might be difficult to de- 
fend. Truly the commissioners allowed the 
companies in the heyday time when stocks 
were soaring to use those inflated quota- 
tions, but we have learned much since that 
time. There should be some plan followed 
that will not ruthlessly force companies to 
an embarrassing position whose manage- 
ment is sufficiently resourceful to put them 
ultimately on solid ground. Where a com- 
pany is hopeless and where its financial 
condition is so badly weakened that it can- 
not survive, then there is nothing to be 
gained in using mere palliatives. Where a 
company’s securities at this time might in- 
volve a great sacrifice if put up for forced 
sale when there is nocall for such, leniency 
should be shown. It is to be hoped that 
it will not be long before companies of all 
kinds can resume their more normal func- 
tions. Of course the very foundations of 
all classes of insurance companies rest on 
investments and these represent certificates 
of indebtedness of thousands of enterprises. 


Stimulating One’s Enthusiasm 


Doing one’s job day after day tones 
down one’s enthusiasm unless new ideas 
and new perspectives are introduced. This 
is especially true of a salesman who is 
constantly having his enthusiasm dulled by 
turndowns. In a Philadelphia talk, H. H. 
Witson, New York manager of the Egut- 
TABLE Lire or New York, urged agents 
to get material for their sales talks from 
life itself. His agents, for example, took 
“panhandlers” who stopped them on the 
street and bought them coffee and got 
them to tell their hard luck stories. After 
that they had no trouble selling annuities. 

The Louis Paret agency of the Provi- 


DENT Mutua Lire in Philadelphia held 
an agency meeting at an orphans’ home 
and the men got plenty of “color” for 
their sales talks to fathers on the idea of 
providing for their children. 

In THe NationaL UnpERwRITER’s Life 
Payments Number there were a number 
of heart-stirring letters telling how life 
insurance alleviated suffering and how 
even a few thousand dollars enabled 
widows to fortify themselves for their fu- 
ture life. 

If an agent’s enthusiasm for his job 
wanes, he need only go out and see how 
various people live. 


How to Make Some Money 


The sale of Leo Schnitman’s blast at 
life insurance, “How Safe Is Life Insur- 
ance?” among the life insurance frater- 
nity would indicate that a sure way to 
make money these days is to emit a blast 


against life insurance. The blaster may 
not anticipate much of a sale among the 
general public, but life insurance people 
will rise to the bait in large numbers and 
grease the palm that smacks them. At the 





PERSONAL SIDE OF BUSINESS 








A unique display is being made avail- 
able to field men of the Lincoln Na- 
tional Life for use in 1934, the 125th 
anniversary of Abraham Lincoln’s birth. 
This display consists of a descriptive 
background, a full color portrait of 
Lincoln, and a very unusual hand-made 
miniature of the Lincoln birthplace 
cabin which is placed on soil taken di- 
rectly from the Lincoln farm in Hod- 
genville, Ky., and surrounded by a 
hand-cut wooden rail fence. Both the 
rail fence and the cabin are carved by 
hand by an aged Hodgenville resident. 
The wood used is cut from the old Lin- 
coln farm. 

J. C. Biggers of Great Bend, Kan., 
who had been general agent for the 
Franklin Life for 18 years, died from 
injuries he received in an automobile 
collision. He was 46 years of age. 

J. E. Albachten of St. Paul, youngest 
of a family of well known life 
insurance men, was married there 
to Constance Macoubrey of St. Paul. 
The groom is with the White & Odell 
Agency of Northwestern National Life 
in Minneapolis, while his brother and 
best man, R. J. Albachten of St. Louis, 
is a partner in the Albachten-Strudell 
Agency of the Northwestern National 
in that city. E. W. Albachten, Pacific 
Mutual general agent in Detroit, and 
H. A. Albachten, with the New Eng- 
land Mutual at Duluth, two other 
brothers, also attended the ceremony. 


J. E. Whalen, Spokane, Wash., man- 
ager of the Union Central Life, has 
been elected president of the Spokane 
Kiwanis Club. 

A barbecue honoring E. N. Hudgins, 
20 years associated with the Kansas 
City Life, was held at Memphis, Tex. 
Nearly 4,000 of his policyholders and 
their relatives attended. O. Sam Cum- 
mings, state manager; C. N. Sears, sec- 
retary, and Joseph B. Thompson, re- 
gional supervisor, were present. 

Mike O’Sullivan, vice-president of the 
Sunset Mutual Life of Los Angeles, 
prominent in both life and accident and 
health activities in his city, was in Chi- 
cago this week following a week spent 
in his old haunts at Omaha and Lin- 
coln and visiting his son, who is a stu- 
dent at the University of Nebraska. 


J. C. Harding, western manager 
Springfield F. & M., Justin Peters, 
president Pennsylvania Lumbermen’s 
Mutual Fire, and Philip J. Fay, San 
Francisco broker, attended the meeting 
of the board of directors of the United 
States Chamber of Commerce, when a 
resolution was adopted memorializing 
the national administration to return to 
a sound money basis. Lee J. Dough- 
erty, president Guaranty Life of Iowa, 
who is a director of the United States 
chamber, was not present. 

The new offices of George S. Fox, 
general agent in Cincinnati for the Pan- 
American Life, at 616 Walnut street, 
have attracted much interest in that city, 
because of their modern furnishings and 
layout. The reception and conference 
rooms are particularly attractive. Mr. 
Fox feels that this portion of the office 
is important, because it gives the visi- 
tor his first impression. The arrange- 
ments and decorations were all Mr. 
Fox’s ideas. The Pan-American has 
opened a branch cashier’s office in con- 
junction with the Cincinnati agency, 








moment it seems to be a sure fire formula, 
but in time it will grow cold as life insur- 
ance men tire of paying $2 or so a shot 
to read of their wickedness. 





which is one of the company’s leading 
offices in its domestic territory. 


R. H. Rice, Jr., vice- president Nation, 
Fidelity Life of Kansas City, and Mis, 
Mary Buguin Jost were married ther 
Nov. 


Mrs. Mildred Poindexter Miller, wit) 
the J. P. and E. M. Somerville agency 
of the Penn Mutual Life, Kansas City, 
Mo., has been appointed president of 
the central zone of the company’s lead- 
ers’ club for November. 


The H. A. Chipman Columbus, 0, 
agency of the Equitable Life of New 
York observed its 10th anniversary with 
a dinner at Granville, O., Saturday 
night. About 150 were in attendance, 
The principal speakers were W. W,. 
Klingman, vice-president, and Homer 
L. Rogers, agency manager at Indian. 
apolis. Honors were awarded to E. A. 
Starr and J. P. Dodds of the agency for 
best records in underwriting. 

Announcement has been made of the 
marriage of N. C. Younger, son of Judge 
C. S. Younger, president of the Ameri- 
can Insurance Union, Inc., Columbus, 
O., and himself a representative of that 
organization, and Miss Ruth Elizabeth 
Grubb of Circleville. 

F. B. Alldredge, who was a vice-pres- 
ident of the old Lion Bonding of Omaha, 
remained in that city until 1926, when 
he sold out his general agency and went 
to California. Mr. Alldredge became as- 
sistant trust officer of the Bank of 
America in Los Angeles. It is affiliated 
with the Occidental Life through com- 
mon ownership by the Transamerica. 
Mr. Alldredge therefore decided to take 
up life insurance and is now branch 
manager of the Occidental Life at San 
Francisco. He has served it in various 
capacities in San Francisco, Oakland, 
Los Angeles, Portland, and now returns 
to San Francisco. Mr. Allidredge’s 
father, Francis B. Alldredge, who was 
80 years old, died recently at Kokomo, 
Ind., after having spent 50 years in the 
life insurance business in Des Moines. 


Walter C. Sutton, 56, supervising ap- 
prover of the ordinary issue department 
of the Prudential, died of a heart attack 
at his home in South Orange, N. J. 
Nov. 18. He had been connected with 
the company for 30 years. He was ac- 
tive in church and Boy Scout work. 


Secretary Curt Felix of the Mutual 
Life of New York was the object ot 
an abortive kidnaping and extortion plot 
last week. F. H. Zimlicka confessed, 
according to city detectives, to the writ- 
ing of a note demanding 20 percent of 
Mr. Felix’s personal fortune under 
threat of bodily harm. Zimlicka was 
employed by the company as an office 
boy. His motive, he said, was to get 
money to send his ailing sweetheart to 
a more healthful climate. The would-be 
extortioner told the detectives he planned 
to kidnap Mr. Felix and hold him pris- 
oner outside the city until the sum de- 
manded was paid. 

William Kennedy, former assistant 
registrar Sun Life of Canada, died last 
week in Montreal. He was born 68 
years ago in Ireland. His entire busi- 
ness career was spent with the Sun Life. 


Church Arranges for Annuities 


A savings and annuity plan contem- 
plating a total volume ‘of annuities of 
about $7,000,000 has been arranged by 
the Christian Science church for its 1,800 
employes, the plan being underwritten 
by the Equitable Life of New York. 
The arrangement has a number of un- 
usual features differing from the usual 
retirement income plan. 


1 i oe 





hber 24, i9y 
SE 
ome, 7 


5S 


any’s leading 
tory. 





Hent Nationa 
ty, and Mis 
narried there 


Miller, wit) 
rville agency 
Kansas City, 
president oj 
apany’s lead. 


umbus, 0, 
wife of New 
versary with 
.. Saturday 
attendance, 
tre W. W. 
and Homer 
r at Indian. 
ed to E. A 
2 agency for 


r 
>* 


nade of the 
on of Judge 
the Ameri- 
‘Columbus, 
tive of that 
h Elizabeth 


a vice-pres- 
- of Omaha, 
1926, when 
y and went 
became as- 
: Bank of 
is affiliated 
ough com- 
ansamerica. 
led to take 
yw branch 
ife at San 
in various 

Oakland, 
ow returns 
Alldredge’s 
who was 
: Kokomo, 
‘ars in the 
's Moines. 


vising ap- 
epartment 
‘art attack 
ze, N. J. 
cted with 
e€ was ac- 
t work. 


e Mutual 
object of 
rtion plot 
confessed, 
the writ- 
ercent of 
ie under 
icka was 
an office 
is to get 
theart to 
would-be 
e planned 
him pris- 
sum de- 


assistant 
died last 
born 68 
ire busi- 
sun Life. 


uities 

contem- 
nities of 
nged by 
its 1,800 
rwritten 
v York. 
- of un- 
1e usual 


November 24, 1933 LIFE INSURANCE EDITION 


13 








———~—_ 
— 








It is Safety that all are seeking wherever insur- 
ance is purchased. 

Safety against want in old age—safety to retire 
at a given age—safety in event of accident or ill 
health — safety in event of death by providing 
money to pay off loans, mortgages or other obliga- 
tions—safety to protect that which has been saved 
and accumulated—safety to provide for children 
and other loved ones. 

Safety so that one can-always face the future 
unafraid. 

To provide this safety is the duty and obligation 
of all insurance companies. 

To keep each company always in a sound finan- 
cial condition to meet all emergencies is the duty 
of the management. 

* * * 

Below is an extract from report made by the 
Wisconsin Department of Insurance upon comple- 
tion of sanaier examination of this Company 
January, 1933: 


“The Company is found in a good financial condi- 
tion with surplus as regards policyholders of 
$1,607,210.38 and contingency reserve of $225,000, 
after setting aside legal reserves and other reserves 
which are more than adequate. Retrenchments in 
accordance with the present period have been 
programmed. The management is made up of men 
of ability whose tenure of office began with the 
organization of the Company. Its actuarial meth- 
ods are sound and mortality experience has been 
favorable. Policyholders receive fair and equitable 
treatment.” 


Operating in 


California Ohio The 

Illinois ae ag Groff Phere 

Iowa South Dakota . 
Michigan Texas Insurance Company afAmerica 
Minnesota Washington Milwaukee, Wisconsin 


Wisconsin 
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We Have Openings 


For Aggressive District Managers in 26 States and 
the District of Columbia, paying liberal first year 
commissions and non-forfeitable monthly renewals. 


Our policies consist of a wide range of low cost 
participating contracts, designed to meet today’s 
economic conditions. 


We also have attractive Annuities and Juvenile 
policies. 


For complete particulars write 
F. A. Hicks, Superintendent of Agents 


GuARANTEE Muryar 
LIFE (s8 ComMPANY 


ORGANIZED 1901 OMAHA, NEBR. 





Assets Exceeding $16,500,000.00 























Massachusetts Mutual 
a synonym for 
quality and excellence 
in 
Life Insurance 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 





TWO LITTLE WORDS 


“Mutual Trust 


are more than merely the name of a Company. 





they signify the confidence of our agents 
and policyholders in the ability of this Company 
to meet every promise and obligation. 


and our belief that sound underwriting and 
conservative business methods will continue to 
bring to our agents and to our policyholders in- 
creasing progress and increasing rewards. 





A Full Level Premium Company 


° o 


MUTUAL TRUST 








“aS FAITHFUL AS OLD PalTHFUL 
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Object to Mutualization Plan | percent interest charge on liens. It fur. 

ther cited that it owns about $165,009 

. F ‘ . in the stock of the Royal Union Life 

Twelve File Briefs in Royal Union Case | 44 that this investment, made in 1932, 

—Five Bidders Oppose General would be lost if the general agents bid 

Agents’ Proposal was approved by the district court. The 

DANRERS Cuve Great Republic Life also. objected to the 

DES MOINES, Nev. 28—Federal claim that the Royal Union is really un- 

Judge Dewey turned down the ree- sound financially and insolvency would 

emmendation of the receivers fer become more apparent with continuation 

mutualization of the Royal Union, of the receivership for another year. 
saying he would approve a deal with The court is now considering the ob- 
the Lincoln National or the United jections. 
. Benefit, 
1 8 () MI | Ae I O N S DES MOINES, Nov. 23—Twelve| Report Is Made on United 
objections to a receivers’ report recom- 
ee “- the n> y we Life be | jHinois Department Issues Certain 
u s a mutual in a company . 
e formed by its general agents’ protective Orders After Having ‘Completed 
aid to committee came on for hearing in fed- the Recent Examination 

eral district court here. ; 

Five of the objectors were bidders for The Illinois department has made its 
reinsurance of the company. These were | report of the examination of the United 
the Lincoln National Life, R. E. Walker, | of Chicago and issued orders in connec- 

B I representing Kuhn, Loeb & Co., New| tion: 
York; H. Maytag and associates, 1. The company should discontinue 
Newton, Ia.; United Benefit Life of| the practice in settling claims whereby 
Omaha, and the Great Republic Life of | a portion of the settlement in each case 
Los Angeles. Other objectors included | j, col] li * 
: ‘ : . $ policyholders, a stockholder and a gro ot SENOS Gee REPENS Se SEraneS pty 
hepcee sepiagy a up t licies i s of 
Since organization, in 1879, this Company representing the former management. — to mumiers of 
has paid a total of $180,555,012.46 to the Briefs Filed ce 2. In the future all claims shall be 
a 3 ae Briefs setting forth the objections settled strictly in accordance with the 
beneficiaries of Bankers Life policies. were filed. Several former directors of | terms of the contract and beneficiaries 
the Royal Union known as the Maytag | will not be solicited to subscribe to 
ee to ye og on + stock either in the company or its affil- 
oe ae . ground that the cash involved is inade- | jated corporations. 
Payments to beneficiaries in 1932, alone, quate to continue the business as a 3. Immediate steps should be taken 
going concern. The objection also ex-| to cancel the exclusive agency contract 
aggregated $10,324,123.57. tended to the proposal of receivers to] with the United Industrial Shares as it 
pay $400,000 to the new mutual from | js obvious that the continuance of the 
assets to create a reserve fund. This | contract will be detrimental to the best 
was said to impair the equity of policy-| interests of the policyholders. 
holders. Objection was also filed against Aewmiee’ Bustnces by Relasusance 
the 5-year moratorium proposed on un- 
ec Qe liened portions of the cash reserves, as 4. No further advances shall be made 
too long a period. The objectors’ bid in- | by the company to the United Indus- 
cluded an interest charge of 4 percent | trial Shares. This corporation’s balance 
on the lien while that of the mutual was | of $65,087 to the insurance company as 
4% percent. of June 30, 1933, should be reduced to 
The objection of the former manage- | not more than $30,000 by not later than 
ment backs up the Maytag plan as the ' Dec. 31, 1933. Reductions on this bal- 
BAN k ERS LIFE COMPANY logical one for acceptance by the court.| ance should be only in the form of 
It points out that the mutual plan as} cash. 
proposed by the general agents pro- 5. The operating as well as the 
Gerard S. Nollen, President posal is unfair to policyholders and| agency expenses of the company should 
should not be considered by the court.| be reduced to a minimum immediately. 
Established 1879 DES MOINES, IOWA “Basically unsound,” and “so naive as Since organization the United has ac- 
to be startling,” are some of the terms| quired through reinsurance all or part 
applied to the general agents proposal} of the business of the Midwestern Life 
in the objections filed by Great Repub-| of Gary, Ind., Twentieth Century Life 
lic Life. It stated the plan was unfair| of Chicago, Lincoln Metropolitan Cas- 
et ee | to policyholders and objected to the 4%4| ualty of Cleveland, United States Mu- 
VN th q Reassurance Company 
Life Rel 
250 Park Avenue, New Pork Lawrence fl. Cathles, President 


























ST. LOUIS MUTUAL LIFE INSURANCE COMPANY 


F. H. KREISMANN, PRESIDENT 


ST. LOUIS, MISSOURI 
“Solidity maintained three-quarters of a century for policy- 
holders and agents.” 


@Reliable representatives desired 
Missouri. 


in Kansas, [llinois and 
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wal of Chicago, Great Northern Cas- 
salty of Chicago, Inter-Ocean Casualty 
of Cincinnati. 

As of June 30, its life department 
showed $75,612 income since Jan. 1, and 
its accident department $200,631, mak- 
ing total $276,243. The life department 
disbursements were $84,720, casualty 
department $216,638, total of both de- 
partments $301,358. The assets are 
$352,543, capital $200,000, net surplus 
321,005. It has ordinary insurance in 
force $637,523 and industrial $3,483,312. 

The report says the company has ex- 
perienced a most remarkable growth in 
its early years but has been obliged to 
withdraw from certain unprofitable ter- 
ritories during the depression. As a re- 
sult its premium income has been ma- 
terially reduced. 

The company is managed by capable 
officials who have had real experience. 
= salaries are quite moderate. O. 

Hogan is president, A. D. Johnson 
5 G. B. Hiser and H. G. Rock- 
wood vice-presidents. 


Joins Washington National 

Jim G, Ferguson, who recently re- 
signed as vice-president of the Continen- 
tal Life of St. Louis, has joined the 
Washington National of Chicago, in 
charge of its new newspaper accident 
department. 

Mr. Ferguson is a native of Arkansas 
and was for many years in educational 
work in that state, later becoming dep- 
uty commissioner of public instruction. 
He was elected three times as state 
commissioner of mines, manufactures 
and agriculture of Arkansas. 

He joined the Continental Life as an 
agent and shortly afterward was made 
manager for Arkansas, producing $400,- 
000 life insurance personally his first 
year in the business. He was called to 
the home office nine years ago and in 
1926 was made vice-president in charge 
of the accident and health department. 
More recently he has served as super- 
intendent of agencies in the life depart- 
ment as well. 

The Washington National was already 
writing ordinary, intermediate and in- 
dustrial life, commercial, monthly, in- 
dustrial and group accident and health, 
automobile personal accident, franchise 
and railroad installment business. 


General American Cuts Expenses 


ST. LOUIS, MO., Nov. 23.—The 
General American Life is reducing its 
expenses by restricting its operations to 
six floors of its building here instead of 
nine occupied by the old Missouri State 
Life. The lower six floors of the Gen- 
eral American Life Building have been 
leased to the Federal Land Bank of St. 
Louis for three years. 


Jones Named by U, S. Life 

O. V. Jones has been appointed as- 
sistant supervisor of agents by the 
United States Life. Since his gradu- 
ation from Yale University Mr. Jones 
has had experience in agency and super- 
visory work. He took the life insur- 
ance course at New York University. 


H. C. Newman Promoted 


-H. C. Newman has been promoted to 
office manager at the home office of the 
Occidental Life. He has been with the 
company for ten years and was assist- 
ant to W. A. Wood, agency secretary, 
until March, 1931, when he was placed 
in charge of new business and agency 
accounts. Before going to California 
he was with the State Life of Indiana 
at its home office in Indianapolis. 


Lincoln National Appointments 


FORT WAYNE, IND., Nov. 23.— 
J ae Carroll, A. H. Hammond and F. 
W. Gale, agency superintendents of the 
Lincoln National Life, have been named 
to temporarily handle the work of Al- 
bert A. McFall, former superintendent 
ot agencies, who has resigned to join the 
Columbian National Life. 

E. F. Minneker, superintendent of 














LIFE 


credits and collections of the Indiana 
Service Corporation and the Northern 
Indiana Public Service Company, is 
joining the administrative office of the 
Lincoln National. He has been in util- 
ity work 25 years. 





Continue Hearing to Dec. 7 


The hearing on the receivership of the 
State Life of Illinois with home office 
in Chicago has been continued until 
Dec. 7. The petition was brought at 
the instance of the Illinois insurance 
department which found an impairment 
of $241,454. The company denies that 
it is impaired on a fair valuation of its 
assets. 


American Central’s Experience 

During the last six weeks, the Ameri- 
can Central Life of Indianapolis has had 
an uninterrupted increase in the repay- 
ment of policy loans. The experience 
also shows a decided decrease in vol- 
ume of requests for policy loans, the 
total for October, 1933, amounting to 
considerably less than half of that re- 
quested the same month last year. 





Kruse Month Drive 


J. R.- Kruse, president California- 
Western States Life, is being honored 
in N ovember. This month is desig- 
nated “Kruse Month” by the agency 
organization, which is engaged in a spe- 
cial production ¢ campaign. Mr. Kruse 
was born in November and this month 
each year the field pays him the trib- 
ute of a special production drive. 





American Life Contest 


The American Life of Detroit is hold- 
ing a sales contest to run through 
the balance of November and Decem- 
ber. Agents have been divided into 
classes by production volume and 
prizes will be awarded to the leaders 
in each group. 





R. R. Campbell has been appointed 
group supervisor for Ontario by the Met- 
ropolitan Life. 
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AN ARROW TO ITS MARK= 


LIFE INSURANCE 


FLIES UNER- 


RINGLY TO THE RESCUE OF MAN.- 
KIND WHEN HELP IS MOST DIFFI- 


CULT TO OBTAIN ELSEWHERE AND 
WHEN AID IS MORE SORELY 
NEEDED THAN AT ANY OTHER 


MOMENT IN LIFE. 


PICTURE A FRIEND— QUIET, UN- 
ALMOST UNAPPRE- 
CIATED— WHO STANDS IMPAS. 
SIVELY BY WHILE THE FRUITFUL 


OBTRUSIVE, 


POWERS OF MANHOOD EARN ALL 
THAT IS ESSENTIAL TO HAPPINESS, 


AND THEN—WHEN THE STORMS 
OF OLD AGE OR DEATH DRIVE 
AWAY LIKE STRAWS THE NORMAL 


SUPPORTS OF EXISTENCE AND 


ONE STANDS DESOLATE, EMPTY- 
HANDED, AND FORSAKEN—RUSHES 
INSTANTLY FORWARD TO BEAR 
THE BURDEN WHICH IS SO SUD- 
DENLY IMPOSED! IN DEED A 


FRIEND! 


TRUTHFULLY CAN IT BE SAID THAT 
LIFE INSURANCE SERVES BEST 


WHEN ALL ELSE IS AT ITS WORST; 


THAT ITS FULL VALUE 


IS NEVER 


REACHED UNTIL OTHER VALUES 
HAVE DEPRECIATED OR VANISHED. 


==A\mericAn Centrac Lire 





INSURANCE COMPANY 
INDIANAPOLIS, IND. 

















AGENCY CHANGES 

















King General Agent in Miami 





Successful Indiana Agency Man Takes 
New Office Created by Guardian 
of New York 





Russell S. King, for a number of 
years Indiana general agent at Indianap- 
olis for the Union Central, and a well 





RUSSELL 8. KING 


known speaker on life insurance sub- 
jects, has been appointed by the Guar- 
dian Life of New York as manager of 











BUFFALO MUTUAL 


LIFE INSURANCE COMPANY 


New York and Ohio 


OPPORTUNITIES 


Outstanding and substantial opportunities are 
available to the right men. Buffalo Mutual Life 
is now growing faster than at any time during 
its 61 years... evidence that its Policies and 
methods for securing business are meeting 


present needs. 


If you would like to grow with us, write in 
confidence with details of your experience to: 
E. Parker Waggoner, Supt. of Agents, Buffalo. 


18 POLICIES... Birth to age 60.. 














. DEPENDABLE PROTECTION 


Whole Life Special ¢ 20 Payment Life Special ¢ Multiple Option Life and Annuity ¢ 
10 and 20 Year Modified Ordinary Life @ 10 and 20 Year Family Income @ Endowment 
at Age 65 @ Ordinary Life, Endowment at 85 © 20 Payment Life, Endowment at 85 
@ 10, 15 and 20 Year Endowment © Special Convertible Term @ 10 Year Term © 


Children’s Policies (Three Forms) Birth to Age 10 
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‘Lhe TREND 


in Life Insurance is definitely 
toward low cost pure protec- 
tion without expensive, non- 
essential features. 














That is the only kind of policy 
this Company has ever offered. 
A new simplified contract in- 
augurated July 1 this year is 
meeting universal acclaim. It 
is designed by an old conserva- 
tive Company for the New Deal. 














Agency openings in 
Illinois, Indiana, 

















Michigan and Missouri 


BANKERS MUTUAL LIFE Co. 
FREEPORT, ILLINOIS 
Founded in 1907 










































The Columbus Mutual 


OFFERS 
First—LOW COST INSURANCE TO SELL. 


Second—LIBERAL COMMISSIONS FOR SELLING IT. 
(An Unusual Combination) 


Third—IDEAL WORKING CONDITIONS. 


Vested Renewals— 

Unrestricted Territory— 

Automatic Promotion— 

Equality of Opportunity— 

The Right to Build Your Own Agency— 

No one to interfere, dictate or coerce— 

Every influence helpful, inspirational— 

Reward determined not by chance, by guess, or by favor- 

itism, but by results— 

The larger the production, the higher the rate of compen- 
sation— 







You do not have to fight for a better contract— 
You rise to your rightful level without let or hindrance. 







THE COLUMBUS MUTUAL LIFE 
INSURANCE COMPANY 
COLUMBUS, OHIO 

























the new Miami agency, the company’s 
third in Florida. 

Mr. King has had extensive experi- 
ence in teaching life insurance selling, 
as well as in actual agency manage- 
ment, and frequently has been called 
upon to address life underwriters’ gath- 
erings on sales topics. He is a force- 
ful speaker on practical as well as in- 
spirational themes, having a_ back- 
ground of successful personal produc- 
tion as well as managerial experience. 
He was at one time with the Manhat- 
tan Life in Chicago. 


Peninsular Life Changes 


C. W. Whitehead, who has served as 
manager of the Peninsular Life at Pen- 
sacola, Fla., for two years, has been 
transferred to Tallahassee. M. I. Clem- 
ents is transferred from Jacksonville to 
Pensacola. R. D. Kelly, also transferred 
from Jacksonville, has been appointed 
manager at Lakeland, Fla. S. H. Stilley, 
who has been Lakeland manager, goes 
to Jacksonville. 








United Benefit Life Changes 


The United Benefit Life and Mutual 
Benefit Health & Accident have reorgan- 
ized the Utah and Arizona territory fol- 
lowing the transfer of Manager E. B. 
Brink to Detroit. D. C. Smith, who has 
been in charge of the district office at 
Tucson, has been made Arizona man- 
ager with Phoenix as headquarters. The 
Utah agency will be under the manage- 
ment of F. E. Walker and O. L. Hiner, 
operating as the Walker-Hiner Agency, 
at Salt Lake City. Mr. Walker was 
Utah agency manager under Mr. Brink. 
Mr. Hiner joined the company last year 
and has been a large producer. 





R. F. Freeman 


The National Life of Vermont has ap- 
pointed R. Freeman Los Angeles 
manager succeeding R. W. McCord, re- 
signed. L. P. Brigham, superintendent 
of agencies, who was in Los Angeles, 
made the announcement. Mr. Freeman 
has been agency manager for the Pe- 
oria Life. He entered the life business 
in October, 1923, as an agent for the 
Pacific Mutual Life and engaged in per- 
sonal production for the ensuing two 
years, then being made a unit manager. 
In 1926 he was appointed assistant field 
manager for the agency and in 1930 he 
was advanced to assistant manager and 
educational director. In 1931 he was 
appointed general agent at Portland, 
Ore., for the Pacific Mutual, and re- 
signed this position to return to Los 
Angeles in 1932, shortly thereafter 
being made manager for the Peoria 
Life. 





R. W. McClung, George C. Young 


R. W. McClung, branch manager of 
the Manufacturers Life at Victoria, B. 
C., is retiring. He started with the com- 
pany in 1909, being located at Winni- 
peg. In 1914 he was appointed branch 
manager for northern Alberta. He was 
18 years manager in that province. He 
is retiring from active business. 

George C. Young of the Winnipeg 
branch succeeds Mr. McClung at Vic- 
toria. He was formerly assistant regis- 
trar at the University of Manitoba. He 
joined the Manufacturers’ agency force 
in 1926, and during the last four years 
has had an average paid renewal rate 
of 97.2 percent. 





J. N. Houston 


J. N. Houston, formerly general 
agent of the Aetna Life at San Antonio, 
has been appointed manager at Aus- 
tin, Tex., for the California-Western 
States Life. 





A. R. Ferguson 


A. R. Ferguson has been appointed 
agency superintendent of the Manufac- 
turers Life of Toronto for Great Britain. 
He has been associated with the com- 
pany since 1904. After the war he be- 
came cashier in Winnipeg. Later he 










He Knew It All! 
















“T am ready to die,” said an 
old man in a backwoods re- 
gion ; “I’ve seen everything 
there is to see and know 
all there is to know.” 
Along came a Yankee 
traveler and showed him 
how to light a pipe with 
a magnifying glass. 
The old man (so the 
story goes) became 
convinced there 
were still a few 
things he might 
learn and took a 
new lease on life. 
@ No one class 
of people has a 
monopoly on 
limited  vi- 
sion. It is 
also ithe 
bugaboo 
of many 
life un- 



























derwriters 
who fee! that 
they know it 
all when just 
the surface has 
been skimmed. 
C@Common- 
wealth Cordial Co- 
operation does the 
most good for the 
underwriter who 
keeps his eye on the 
distant horizons of 
achievement ; who knows 
of a few “new” methods 
that won’t work but is not 
disillusioned or discouraged 
by them, who keeps an open 
mind on the question of sell- 
ing, and can apply intelligently 
the sales helps offered him. For 
such an underwriter, Common- 
wealth cooperation will make sales 






















easier. 
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yas made traveling auditor and in 1927 
was appointed inspector for Ontario. 
He was promoted to agency superin- 
tendent at the beginning of 1929. 


W. J. Lyle, F. F. Garrett 


W. J. Lyle, for nine years an agent 
in the Quincy, IIl., agency of the Bank- 
ers Life of Des Moines, has been named 
manager. He succeeds F. F. Garrett, 
who has been manager for 21 years. 
Mr. Garrett will remain with the com- 
gany as a salesman. 


Willard C. Addy 


Willard C. Addy, for several years 
a leading agent for the Great-West Life 
in Minneapolis, has been appointed su- 
pervisor for that city by the company. 
He has been in the insurance business 
about 20 years and has been with the 
Great-West Life since 1922. 


R. A. Patrick, Jr. 


R. A. Patrick, Jr., has been appointed 
manager of the Pan-American Life at 
Lakeland, Fla., with offices at 607 Mar- 
ble Arcade building. He goes to Lake- 
land from Durham, N. C. He holds the 
C. L. U. degree. 


M. W. Lammers 


Martin W. Lammers, for some years 
manager of the city agency of the 
American Central Life in Indianapolis, 
has resigned to go with the Continental 
Life of America as Philadelphia man- 
ager. 








Life Agency Notes 





G. E. Toothaker, general agent for the 
State Mutual Life, New Haven, has ap- 
pointed C. C. Church as district manager 
at Hartford with offices at 18 Asylum St. 

J. R. Fitzsimmons, formerly California 
group supervisor for the Sun Life, has 
been appointed manager of the life de- 
partment of Cosgrove & Co., 343 San- 
some street, San Francisco. 

R. F. Bierbaum, formerly of the Na- 
tional Cash Register Company, has been 
appointed supervisor of the Franklin 
Life for eastern Illinois. 

F. G. Bentrup has been appointed gen- 
eral agent of the Franklin Life in St. 
Louis with headquarters in the Railway 
Exchange building. He has been in the 
insurance business since 1922. 

Ss. J. Granberry, formerly with the 
Pan-American Life at Birmingham, Ala., 
and more recently with the Fidelity 
Union Life at San Antonio, Tex., has been 
appointed manager of the. life insurance 
department of C. W. Fenstermaker & Co., 
119 Milam building, San Antonio. 

W. E. Ward, for the past nine years 
with the Sun Life as agency secretary in 
San Francisco, has been appointed man- 
ager of the brokerage department of the 
Occidental Life of Los Angeles with 
headquarters in the Humbolt building, 
San Francisco. 

Johnston & Clark, Detroit 
agents Mutual Benefit Life, have ap- 
pointed N. H. Trumbull supervisor. He 
was with Johnston & Clark for ten years 
before resigning several years ago to be- 
come Michigan manager for the Crown 
Life of Toronto. He resigned this con- 
nection recently. 


general 








AS SEEN FROM NEW YORK 





MUTUAL MEETING 


The annual convention of the metro- 
politan district full time agents of the 
Mutual Life of New York was held in 
New York City this week sponsored by 
Managers F. W. Adams, Julian S. My- 
rick, LeRoy Bowers, H. L. Taylor and 
J. L. Kassoff. The agents met at a 
luncheon which was followed by talks 
by outstanding producers. W. Klem, 
assistant actuary, and Professors Bor- 
den and Busse of New York University 
spoke in the afternoon. George K. Sar- 
gent, vice-president and manager of 
agencies, was the guest of honor at the 
banquet. 


LIFE 


* * * 
KNIGHT APPOINTS WILSON 


The Charles B. Knight Agency, gen- 
eral manager Union Central Life in 
New York City, has appointed J. K. 
Wilson district manager for New Jer- 


y. 

Mr. Wilson began his life insurance 
career with the Jersey City agency of 
the Equitable Life of New York in 
1924. A year later he joined the New- 
ark agency of the Mutual Life of New 
York, and has been a consistent pro- 
ducer. 

Mr. Wilson was one of the first Char- 
tered Life Underwriters in- the metro- 
politan area, having earned his degree 
in December, 1928. He has lived in 
New Jersey for many years and is well 
known throughout that territory. His 
Many years’ experience should be of 
great value to the many brokers and 
agents in the New Jersey territory of 
the Knight agency. 

Mr. Wilson attended New York uni- 
versity and Columbia university. At 
the outbreak of the war he enlisted in 
the navy and subsequently was pro- 
moted to the rank of ensign. 


* * * 
NEW NATIONAL LIFE AGENCY 


The National Life of Vermont is 
opening a new New York City agency 
under the management of Melvin H. 
Leonard, former assistant manager of 
the T. G. Murrell agency of the Con- 
necticut General Life in New York City. 

Before joining the Murrell agency 
when it opened a year ago, Mr. Leonard 








By R. B. MITCHELL— 





was a personal producer for the State 
Mutual Life and later for the John Han- 
cock Mutual in Boston, where he at- 
tained the “millionaire” production rank. 
Beside five years of life insurance expe- 
rience, Mr. Leonard brings to his new 
post two years’ background of trust 
work, having been connected with the 
trust department of the Central Han- 
over Bank & Trust Company of New 
York City. 

Mr. Leonard has a distinguished mili- 
tary record, having served in France 
with the Second Division, A. E. F. and 
has held all ranks from private to 
colonel, being at present a colonel in the 
reserves. He was wounded in action 
at Soissons, and was decorated by the 
American government with the Distin- 
guished Service Cross, the Silver Star 
and the Purple Heart; and by the 
French government with the Croix De 
Guerre, and with the Fouragers. He is 
a graduate of St. George’s School and 
Harvard College. 

Mr. Leonard plans to build his agency 
slowly with particular regard for quality 
of men selected. He has not yet ap- 
pointed any assistants. 


* * * 
SUICIDES SHOW DECLINE 


September figures on suicides in New 
York State, just issued by the state de- 
partment of health, show continuance of 
the downward trend first noted in Feb- 
ruary. The September rate was 17 per 
100,000 population, the lowest rate in 
four years. For the eighth consecutive 
month the general health of the state 
was exceptionally favorable, in some 
respects better than at any time pre- 
vious. 

oe 
PENNELL OPENS NEW BRANCH 


Frank W. Pennell, general agent State 
Mutual Life, is opening a Brooklyn 
branch at 186 Joralemon street, which 
will be managed by T. Hodgskin, 
former agency manager of the J. Elliott 
Hall agency of the Penn Mutual Life. 
Mr. Hodgskin has been with the Penn 
Mutual 11 years. He was born and 
reared in Brooklyn, where he has a wide 
circle of friends and acquaintances. 

The opening of the office marks the 

















Since its founding in 1845 strict mutuality, 


involving the extension to old members, so 


far as possible, of the benefits granted new 


members, has been a controlling principle of 


The Mutual Benefit Life Insurance Company 


Home Office 


¢* Newark, New Jersey 

















Rockford Life Has a Message for You 


President F. L. Brown 
Rockford Life Insurance Co. 
Rockford, Ilinois. 


Dear Sir: 


It Concerns Contract Direct 


With The Company 


SEND ME THE MESSAGE 




















OPPORTUNITY! 


Desirable Territory Open for General Agencies. 


Liberal Contracts. 


THE CAPITOL LIFE 


Insurance Company 
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Larger Returns For 
The Same Selling Effort 





entry into Brooklyn of the State Mu- 
tual, the company never having had a 
general agency or branch there. It is 
the second branch to be operated by 
Mr. Pennell in Greater New York, the 
other being in the uptown section, under 
the management of T. W. Foley. 


*x* * x 
LIFE COMPANIES TAKE BONDS 


Following the sale of the $70,000,000 
of 10-year serial unemployment relief 
bonds by the city, life companies doing 








business in New York City have py. 

chased the allotment of approximate) 

$20,000,000 which they agreed to take 

at the time of the adoption of the city’, 

refinancing program recently. 
i 

MeceNAMARA LAUNCHES CAMPAIGY 


The J. C. McNamara Agency of the 
Travelers held a breakfast this week to 
inaugurate the fourth of its annual one. 
day drives for business. Phenomenal 
results in both lives and volume have al. 
ways marked these campaigns. 





Through the use of direct mail 
assistance from the home office Pro- 
tective Life agents are getting larger 
returns for the same amount of sell- 
ing effort. 


They are continually reminded that 
the times demand a constant and in- 
telligent revision of prospect files. 
When intelligently selected prospects 
are followed up with forceful adver- 
tising and organized sales talks, busi- 
ness will come. 
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STURDY AS THE OAK 


@ Out of the chaos of political upheaval and religious perse- 
cution, the Puritans came to America to found their homes. 
Torn and buffeted in their fight with the wilderness, their 
triumph was evidenced that golden November day—the day 
set aside in thanksgiving for the sturdy growth, prosperity 
and happiness of their little colony. 


@ The institution of life insurance has been buffeted by the 
waves of national financial distress but the roots have grown 
ever deeper and become more firmly entrenched. Again, as 
in the past years, 1933 figures are proving the ability of The 
Friendly Company to carry on the faith and continue indefi- 
nitely its function of protection. Sturdy as the oak, you will 
find its roots growing ever deeper. 


@ Interested in this profession? Then you will find it pays 
to be friendly with the 


PEOPLES LIFE INSURANCE CO. 
FRANKFORT INDIANA 














NEWS ABOUT LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Policy Literature, Rate 


etc. Supplementing the “Unique Manual- 


Books, 
Digest” and ‘Little Gem,” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.00 respectively. 





Mutual Benefit Cuts Dividends 


Scale for 1934, President Hardin An- 
nounces to Be About 83 Percent 
of 1933 





Dividend scale of the Mutual Benefit 
in 1934 will be uniformly about 83 per- 
cent of the 1933 scale, President John 
R. Hardin announces. The action re- 
ducing dividends, he explained, was 
made advisable due to lower net interest 
earnings. 

Interest rate allowed on various set- 
tlement options will be reduced from 
44% percent to 4% percent, and interest 
on dividend accumulations from 4% to 
4 percent. The change in dividend 
scale, Mr. Hardin explained, will mean 
an average of only 3% percent more 
cash payment to renew policies in 1934 
than this year. 

President Hardin Comments 


Some improvement occurred in the 
general economic situation, in particu- 
lar prompter interest payment on farm 
loans. Mr. Hardin said, but sound con- 
servatism dictates a dividend reduction. 
The Mutual Benefit, he said, declared its 
first dividend in 1847, two years after 
it began business, and the series of an- 
nual dividends has since been uninter- 
rupted. The company throughout has 
been guided by the precept formulated 
by its first president that, “It is not 
right to hoard up the money of the 
members when the safety of the com- 
pany does not require it; or to keep it 
on hand for an undue length of time 
before making a distribution.” 

During the last 25 years the com- 
pany has increased its dividend scale 
six times and in addition thereto has 
paid six special dividends; a slight re- 
duction was made in 1932 and a some- 
what larger one in 1933. 


Dividends Act as Buffer 


“Only ‘by the increase of dividends in 
prosperous times and the decrease of 
dividends under less favorable condi- 
tions can the safety of the company be 
assured and the equity between policy- 
holders maintained,” Mr. Hardin stated. 

“In common with other companies, 
and with investors generally, we con- 
tinue to experience reduced net earn- 
ings. The death rate is still unfavor- 
able, but the chief concern is the actual 
rate of interest which can be realized 
from invested assets. Present condi- 
tions require the maintenance of unusu- 
ally large cash balances upon which, 
under the new banking law, no interest 
is received, and of government bond 
holdings which bear a low rate. 

“A more favorable trend in the di- 
rection of prompter interest payments 
on farm loans than on city loans has 
lately been noticed, but both continue 
under depression influence to be slow 
of collection. Improvement may be ex- 
pected as general recovery progresses. 
In the meantime, while the net rate ac- 
tually earned is well in excess of the 
rate assumed in the calculation of pre- 
miums and reserves, the reduction in 








interest profits must result in a moder- 
ate increase in the current cost of in- 
surance. 

“The company has not experienced 
any material losses during the past four 
years. In fact, capital gains have ex- 
ceeded capital losses. Any increase in 
the emergency reserves which may re- 
sult from the contemplated reduction in 
dividends will, to the extent not re- 
quired to be retained, be ultimately dis- 
tributed in dividends in accordance with 
established company practice.” 


Guardian Maintains Scale 

The Guardian Life of New York an- 
nounces that it will maintain its same 
dividend schedule for next year as this, 
and its rate of interest on policy pro- 
ceeds and dividends left with the com- 
pany at 5 percent will also be main- 
tained. Excellent surplus earnings thus 
far in 1933 strongly indicate results for 
the entire year which will be equally 
as satisfactory as those experienced in 
1932, the officers state. The board con- 
cluded that continuation of the present 
schedule was fully warranted. 





National of Vermont 


The National Life of Vermont was in- 
cluded in a list of companies which had 
put in effect an advance in annuity rates, 
This was incorrect, according to Second 
Vice-president E. D. Field, who has su- 
pervision of underwriting. He states 
that the company has not changed its 
annuity rates, but is eontemplating do- 
ing so before Dec, 31. 


Occidental Life 


The Occidental Life of Los Angeles is 
now writing salary deduction life and 
accident and health insurance on em- 
ployes of a common employer and life on 
members of lodges, associations or fra- 
ternal organizations. Premiums may be 
paid annually, semi-annually, quarterly 
or monthly. Salary deduction groups 
must have a minimum membership of five 
with a minimum of $20,000 of insurance. 
All regular forms of policies, except the 
annual renewable term plan, will be 
written. The Occidental will also write 
wholesale insurance, a specialized form 
of salary deduction covering 15 or more 
persons on the annual renewable term 
plan for at least $30,000 of insurance. 
Accident and health salary deduction will 
be written for five or more persons at 
regular manual rates. 


Lamar Life 

The Lamar Life of Jackson, Miss., an- 
nounces beginning Jan. 1 applications 
for an amount Jess than $1,000 or appli- 
cations where the initial premium is less 
than $5 will not be considered. How- 
ever, juvenile applications will be con- 
sidered for $500 upon all forms of en- 
dowment and 20-pay life endowment 85 
plans, provided the initial premium is not 
less than $5. 

The company states analysis shows the 
company was suffering a considerable 
loss on policies for less than $1,000 and 
that the persistency was unfavorable. On 
policies for less than $1,000 issued to 
adults, industrial rates, rather than or- 
dinary, should be charged and the Lamar 
Life does not do an industrial business. 


Great-West Life ’ 


The Great-West Life of Winnipeg has 
announced an increase in its dividend 





S« 





er 24, 1933 
y have pyr. 
proximately 
eed to take 


of the City’s 
y. . 


“AMPAIGN 


ency of the 
his week to 
annual one. 
Phenomenal 
me have al. 
1s. 


S 

——= 
anges in 
Mianual- 
ctively. 


———__—__.. 


1 a moder- 
[ost of in- 


xperienced 
e past four 
; have ex- 
ncrease in 
h may re- 
‘duction in 
it not re- 
nately dis- 
lance with 


scale 
York an- 
its same 
ar as this, 
olicy pro- 
the com- 
be main- 
lings thus 
esults for 
e equally 
‘ienced in 
oard con- 
e present 


t was in- 
rhich had 
lity rates, 
0 Second 
» has su- 
e states 
nged its 
iting do- 


ngeles is 
life and 
on em- 
d life on 
| or fra- 
} May be 
juarterly 
groups 
ip of five 
surance. 
cept the 
will be 
30 write 
ed form 
or more 
le term 
surance. 
‘ion will 
sons at 


iSS., an- 
ications 
r appli- 
| is less 

How- 
e con- 
of en- 
nent 85 
1 is not 


ws the 
lerable 
00 and 
ble. On 
ued to 
an or- 
Lamar 
siness. 


eg has 
vidend 


November 24, 1933 


LIFE INSURA 


19 





NCE EDITION 











= 
scale, effective Jan. 1. It is announced 
that paid-up policies taken in surrender 
of participating policies will participate 
in the profits in the future. The 1934 
interest rate to be allowed on proceeds 
jeft with the company will be 4% per- 
cent. The following is an illustration 
of the dividend scale at age 35: 


—Years in Force— 


Ordinary Life 1 Yr. 10 Yrs. 20 Yrs. 
1984 scale .......... $6.20 $7.18 $8.70 
1933 scale .......... 6.16 6.86 8.00 

Life 20 Pts 
rn GGGED cccvcscces 5.70 6.76 7.90 
1983 scale .......... 5.64 6.25 6.66 

End’t 20 Yrs.: 

SE GORED coccecccces 6.44 7.64 8.18 
re GOGEE sccesecsae 6.35 6.76 6.01 








MANAGERS’ 
ASSOCIATIONS 


Announce New York Program 














Schedule Provides for Sales Congress 
to Be Held During Life Presidents 
Week 





NEW YORK, Nov. 23.—George L. 
Hunt, vice-president New England Mu- 
tual Life, and Henry Bossert, Jr., man- 
ager agency research department, Provi- 
dent Mutual Life, will be the outside 
speakers at the sales conference of the 
New York City Life Managers’ Asso- 
ciation Dec. 7 at the Waldorf-Astoria. 
Mr. Hunt will talk on “The Future for 


Life Insurance,” while Mr. Bossert’s 
subject will be “Factors in Agency 
Profits.” 


J. M. Fraser, New York City general 
agent, Connecticut Mutual Life, will 
talk on “Recruiting.” L. E. Simon, gen- 





eral agent in New York City, Massa- 


chusetts Mutual Life, will speak on “Re- 
viving Old Agents.” Rudolph Recht of 
Recht & Kutcher, New York City gen- 
eral agents, Northwestern Mutual Life, 
will deal with “Selling Life Insurance 
Under Present-Day Conditions.” 

Since the meeting will be held at the 
same time as the Life Presidents’ Asso- 
ciation gathering, the Managers’ Asso- 
ciation has especially requested that its 
members bring as mgny as possible of 
their company officers as their guests at 
the dinner and entertainment which will 
follow the sales conference. There will 
be no speeches in the evening but there 
will be an exceptional vaudeville pro- 
gram, with Grant Kimbell, WEAF and 
WOR radio star, acting as master of 
ceremonies and song leader. 


Discuss “Ad” Campaign 

The Life Insurance General Agents 
& Managers Association of St. Louis 
discussed a winter advertising campaign 
at its last meeting. E. J. Burley, Phoe- 
nix Mutual, president of the association, 
was in charge. About 30 members at- 
tended. 





May Form Newark Association 

NEWARK, Nov. 23.—Due to the 
many problems that are constantly con- 
fronting general agents and managers in 
New Jersey, there is a strong movement 
on foot to form an association with 
headquarters in Newark. The main ob- 
ject would be to talk over the problems, 
iron out any disputes that may come up 
through some action of a life under- 
writer in twisting, etc. 





W. D. Bryson, manager Retail Credit 
Company, San Francisco, addressed the 
San Francisco General Agents & Mana- 
gers Association on “Aids in Selecting 
Good Men.” 








NEWS OF LIFE 


ASSOCIATIONS 





Over 350 at Springfield Meet 


Fulton Attacks High Pressure Selling 
and Lauds Insurance’s Accomplish- 
ments—Many Notables on Program 








SPRINGFIELD, MASS., Nov. 23.— 
More than 350 life insurance execu- 
tives and salesmen from western Massa- 
chusetts, Worcester county and Con- 
necticut attended a sales conference 
conducted here by the Life Underwrit- 
ers Association of Western Massachu- 
setts. Commissioner Merton L. Brown 
of Massachusetts spoke on “The Insur- 
ance Department and the Agent.” He 
was introduced by Wesley E. Monk, 
general counsel Massachusetts Mutual 
Life, and former state insurance com- 
missioner. 

“One of the most glorious chapters of 
the depression, when its history is 
written, will be the story of what life 
insurance has done and what it has 
stood for in these trying times,” said 
James A. Fulton, president Home Life 
of New York, in an address. He at- 
tacked “high pressure” selling and urged 
that presentations be made in simple 
language easily understood by the lay- 
man. 

Other speakers included Vincent B. 
Coffin, superintendent of agencies Con- 
necticut Mutual Life, who spoke on 
“Sensible Selling’; W. B. Bailey, Trav- 
elers’ economist; Paul F. Clark, Boston 
general agent John Hancock Mutual 
Life and past president of the National 
Association of Life Underwriters; John 
M. Laird, vice-president Connecticut 
General Life, and Eric Wilson, New 
York agent Penn Mutual Life. 

*x* * * 

Louisiana. — Resolutions commending 
President Roosevelt for “resisting the 
pressure in favor of unsound monetary 
policies” and favoring “the continuation 
of a sound currency” were adopted at 
a meeting in New Orleans. R. B. Hull, 
managing director National association, 
was the speaker. 





Warns Against U. S. Control 


R. B. Hull Fears Governmental Inva- 
sion of Legal Reserve 
Life Insurance 








MONTGOMERY, ALA., Nov. 23.— 
R. B. Hull, managing director of the 
National Association of Life Underwrit- 
ers, received a warm welcome here at a 
joint luncheon of the Montgomery Asso- 
ciation of Life Underwriters and the 
Exchange Club. In his talk “Industrial 
Recovery and Life Insurance,” Mr. Hull 
stressed personal responsibility and in- 
dividual initiative in connection with life 
insurance, warning against a movement 
that has been launched to socialize in- 
surance. 

Mr. Hull declared that if the NRA 
should fail, there will come some kind 
of despotism, and one of the first things 
will be an invasion of the legal reserve 
life insurance companies. Troublesome 
months, he predicted, are ahead for the 
life insurance business and there is going 
to be a movement aiter Jan. 1 to put 
life insurance under federal control. He 
urged increased and staunch member- 
ship in the association so that the great- 
est degree of cooperation may be ob- 
tained. 

By no means did Mr. Hull forecast 
failure for the NRA, but on the con- 
trary, pointed to the major achievements 
made by the federal government and 
cited the vast improvement in many 
lines of industry and business. “These 
are busy days,” he said, “with business 
and industry on one side, and politics 
and government on the other. I don’t 
know where we are going, but I have 
come to the conclusion that we will all 
do well to follow Quarterback Roose- 
velt’s signals.” 

* * * 

Birmingham, Ala.—Support of the ad- 
ministration’s planned recovery efforts 
was asked by R. B. Hull, managing di- 
rector National association. He said it 





f W- 





7 


“Company Program’ 


CAREFUL SELECTION— 


So you will be proud of your associates. 


SCHOOLING AND TRAINING— 


{ A seven year old plan that has reduced our “agent turnover” to a 


smaller average than any company in the United States. 








“FOLLOW UP PLAN"— 


The average agent's biggest job is to “manage his time,” 85% of our 
full time men operate on a weekly plan and like il. In reality it's a 


partnership idea 


"A PACKAGE METHOD OF PRESENTATION" — 


That allows for sane reasoning. 


Our only reason for wanting more production this year 
than last year is that our men in the field will earn 
more money: It's a reality in our case. WE ARE 
AHEAD of 1932, rather a happy situation but it 
didn't just happen. It's the result of our Company 
Program! 










Letters addressed to A. B. Olson, Manager 
of Agencies bring interesting replies. 
































(He will also have to sell it.) 


D'SCIPLINED selling has produced enough 
new business to show $53,000,000 in 
force at the end of 53 months of our exist- 
ence. 


Our lapse is approximately 10°/,, which 
is proof, even in these times, of proper sell- 
ing methods. 


For September, operating in Illinois alone, 
our new written totalled nearly $2,000,000. 


Our low cost of protection is the result of 
a sincere purpose to produce protection 
- ee y, and bend all support to that 
end. 


We invite only inexperienced men to join 
our ranks as agents. 


Best Regards 
L. A. WILLIAMS, General Manager 
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Chicago, Illinois 
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“If a Man Build aBetter Mouse Trap 


COUNTRY LIFE INSURANCE COMPANY 
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UNUSUALLY ATTRACTIVE 
DIRECT HOME OFFICE CONTRACT 


In Unassigned Territory 
GREAT REPUBLIC LIFE INSURANCE CO. 


T. J. McComps, President | 


Great Republic Life Building, Los Angeles, California 














INSURANCE 


THE UNITED STATES LI COMPANY 
Organized 1850 In the City of New York Non-Participating Policies Only 
Over 80 Years of Service to Policyholders 
Good territory for personal producers, under direct contract 
HOME OFFICE: 156 Fifth Avenue, New York City 


Next Time you travel in lowa or Minnesota 


try Black Hawk Hotels for comfort, convenience and 
savings. Our low prices mean traveling economy for 
you! Minimum rates at our hotels range from $1.50 to 
$2.50 and we have PLENTY of minimum rate rooms 
to offer. Extra guest only $1.00. 



























eee in lowa and Minnesota say— 
"Yes— if you want the best of everything 
at the most reasonable prices, stay at Black 
Hawk Hotels." Black Hawk Hotels are 
popular! 





















* Hotel Savery 
Des Moines, lowe 


Hotel Fort DesMoines Hote! Blackhawk 
Dep Moines, lowa Davenport, lowe 




















Hote! Saint Paul 


Hotel Mississipp? St.Paul, Minn. 











was the president’s purpose “to restore, 
not to remake America.” 

Mr. Hull also presented the Birming- 
ham chapter with the Edwards Cup, 
given annually to the association show- 
ing the largest membership gain. 


* * 

New York State—Rochester has been 
selected for the annual sales congress 
next May. The exact date will be de- 
cided by the Rochester association. 


* * * 

Northern New Jersey—The association, 
in cooperation with the Seth Boyden 
School in Newark, has started a 12-weeks 
life insurance course on “Life Insurance 
Salesmanship” and the “Fundamentals of 
Life Insurance.” Irvin Bendiner, who 
will be lecturer, is counsel to the Penn- 
sylvania department, and a member of 
the board of examiners of the American 
College of Life Underwriters. He is also 
a lecturer on life insurance at the Whar- 
ton School of the University of Penn- 
sylvania. 

x * * 

St. Cloud, Minn.—The St. Cloud asso- 
ciation has decided to conduct a cam- 
paign of newspaper advertising. New 
officers will be elected Dec. 7. 

*x* * x 

Delaware—T. M. Riehle, New York City 
associate manager Equitable Life of New 
York and vice-president National asso- 


ciation, talked this week on “Cardinal 
Principles.” 
*x* * * 
District of Columbia—M. A. Linton, 
president Provident Mutual Life, and 


Cc. B. Merriam, a director of the Recon- 
struction Finance Corporation and chair- 
man of the Deposit Liquidation Board 
in charge of the closed banks, were the 


principal speakers at the November 
meeting in Washington. 
Mr. Linton discussed the investment 


value of life insurance. 

Mr. Merriam stated that $125,000,000 in 
closed banks had been released and that 
the goal of the Deposit Liquidation Board 
is the release of $1,000,000,000 by Jan, 1. 
Mr. Merriam said he is a heavy investor 
in life insurance, having begun to pur- 
chase it early in his career and now 
enjoys the fruits of dividends on paid up 
policies and the peace of mind because 
of the safety of his investment and its 
distinct appreciation over its years of 
accumulation. Mr. Merriam stated that 
life insurance is the one thing that has 
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practically stood alone in this depres. 
sion and that it is the choice method of 
investment for anyone. 

*x* * * 


New Haven, Conn.—Griffin M. Love. 
lace, vice-president New York Life, dis. 


cussed “Life Annuities.” About 75 at. 
tended. H. H. Tibken introduced the 
speaker. 


x * * 

Paducah, Ky.—H. L. Smith, superin- 
tendent of public schools in Paducah, 
spoke on “The Value of Education ang 
Its Relation to the Life Insurance Busi- 
ness,” 


x * * 

Jamestown, N. Y.—T. M. Palmer was 
toastmaster at a special luncheon in 
honor of Miss Nell Walrod, one of 22 
women who have received the C. L. U, 
degree. 

* * * 

San Francisco—The November meeting 
will be held Nov. 27. The Phoenix Mu- 
tual Life, under the management of C,. W, 
Peterson, is to have charge of the pro- 
gram. The December meeting is to be 
in charge of Metropolitan Life agencies, 
The annual election will also be held at 
that time. 

x * * 

Baltimore—In an effort to increase 
membership, entrance fees have been 
suspended and dues reduced for special 
agents from $10 to $6 and for general 
agents from $25 to $15. The association 
has started a campaign against the part- 
time agent. 

*x * * 

Columbus, 0.—Stanley Martin, John 
Hancock Mutual Life, spoke at the No- 
vember meeting on “Problems Today and 
Tomorrow.” 

*x* * * 

Oklahoma City—The life underwriter 
who gives first consideration to the in- 
terests of his client is the most success- 
ful and commands the best standing in 
his community asserted W. A. Lybrand, 
Oklahoma City attorney, at the Novem- 
ber meeting. A talk on the increased 
efficiency resulting from education in the 
life insurance profession was given by 
L. M. Willitts, Northwestern Mutual. 
L. C. Mersfelder announced Jan. 27 as 
the date for the sales congress. Speakers 
scheduled include C. Vivian Anderson, 
president National association; Roger B. 
Hull, managing director National asso- 
ciation; Walter Cluff, educational direc- 


tor, Kansas City Life, and Josh Lee, 
humorist, 
*x* * * 
Springfield, I11.—DeLoss Walker of 
Washington, D. C., spoke on the Na- 


tional Recovery Act and J. Hawley Wil- 
son, president of the Illinois association, 
discussed “Organized Effort,” at the 
monthly meeting. John Taylor, presi- 
dent, acted as chairman. 

*x* * * 

Rockford, Ill—Groundwork has been 
laid for the reorganization here of a 
local association to supplant the old or- 
ganization, which passed out of exist- 
ence more than a year ago. J. Hawley 
Wilson of Peoria, president of the Illi- 
nois association, conferred with a group 
of 15 Rockford people, who decided to 
organize and have formally applied for 
a charter from the National association. 
This group elected Francis Howland, 
district manager Massachusetts Mutual, 
as president, and V. D. Whitnah, agency 
manager Equitable Life of Iowa, secre- 
tary-treasurer. They hope to attract a 
considerably larger group within the 
next two weeks. 

*x* * * 

Indianapolis—Following the resigna- 
tion of M. W. Lammers, who is ieaving 
the city, as president, C. F. Maetschke, 
Prudential, has been advanced from vice- 
president to president. H. E. Nyhart, 
Connecticut General, became vice-presi- 
dent and chairman of the membership 
committee and H. lL. Drake, Jr., Empire 
Life & Accident, secretary. H. A. Luckey, 
Life of Virginia, was elected to fill the 
vacancy on the board of directors. Mr. 
Maetschke gave a farewell dinner to Mr. 
and Mrs. Lammers, which was attended 
by underwriters and their wives. 


* * * 
Akron, 0O.—S. E. Martin, Columbus 
special agent of the John MHan- 


cock Mutual Life, spoke at the Novem- 
ber meeting. Mr. Martin told of his 
soliciting methods. He diagrammed hu- 
man needs and showed how life insur- 
ance is the only logical way to satisfy 
them. 
A. R. Jaqua, associate editor of the 
“Diamond Life Bulletins,” will speak at 
the December meeting. 

* * * 
Saginaw, Mich.—C. N. Winston em- 
phasized the larger proportion of income 
now being devoted to payment of life 
insurance premiums than in pre-depres- 
sion times. 
“The wealth of the country has de- 





creased 70 percent since 1929,” Mr. Win- 
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ston said, “but the public is spending 
more than twice as large a portion of 
its income to purchase insurance. In 
1928 the public spent 3.5 percent of its 
income for insurance and last year 8 
percent of the national income went for 
this purpose.” 

* * * 
Cleveland—H. W. Abbott, general 
agent Massachusetts Mutual, Pittsburgh, 
will talk on “The Selling Process as Ap- 
plied to Life Insurance Annuities” at 
this week’s meeting. He is president of 
the Pittsburgh C. L. U. chapter. 

x * * 
St. Louis—J. A. Giffin, assistant agency 
manager Phoenix Mutual Life, will speak 
on “Mental Prosperity” at a meeting 
Nov. 23. 


Presidents’ Meet 
Program Complete 





(CONTINUED FROM PAGE 1) 

cial, will talk on “Natural Resources as 
a National Reserve.” E. N. Rhodes, Ca- 
nadian minister of finance, will contrib- 
ute a Dominion viewpoint to the discus- 
sions, 

Chandler Bullock, president State 
Mutual Life of Worcester, will be chair- 
man of the reception committee and 
Leighton McCarthy, president Canada 
Life, will be assistant. 

Dr. Harry Woodburn Chase, chan- 
cellor of New York University and na- 
tionally known educator will contribute 
the viewpoint of the educational field. 
His subject will be, “Education—a 
Great National Resource.” 

Dr. Chase, before becoming head of 
New York University a little less than 
two months ago, had been president of 
the University of North Carolina for 11 
years ending in 1930 and president of 
the University of Illinois from then 
until last month. 


Main Industrial Companies 
Revise Agents Contracts 


(CONTINUED FROM PAGE 1) 


wiped off by the companies to a large 
extent. 

One company official estimates that 
there may have been a decrease in the 
number of debits of as high as 25 per- 
cent over the four year period due 
to the fact that where debits have de- 
creased they have been consolidated or 
rearranged. 

Some of the companies have put in 
this new method of compensation for 
one year only on the theory that busi- 
ness is gradually coming back and that 
the new method of compensation will 
not be necessary for a longer period 
than one year or less. 

One company allows a “lapse relief” 
of .1 percent of the size of the debit, 
weekly. Thus if an agent has a $200 
debit he would be allowed a lapse of 
20 cents each week without cost to him- 
self. 

Another company allows ten times on 
gross increase and five times on issue 
which, it is stated, under present con- 
ditions is better than 20 times. 

The Life of Virginia some time ago 
charged off a large part of the agent’s 
accrued indebtedness due to lapse. The 
Virginia company has gone on the the- 
ory that it wished to “final” just as few 
agents as possible during the hard 
times and has perhaps not been as 
strict with its agents in its requirements 
as have some of the other companies. 

Industrial men feel that on the whole 
while the depression might have been 
expected to affect the industrial busi- 
ness more than the ordinary it has in 
fact been less affected and they believe 
that when prosperity in a measure re- 
turns the rebound in the right direc- 
tion will be very great. Old debits 
which have been consolidated will be 
reopened again and business reestab- 
lished much on its original lines, but 
the long period of the depression has 
made necessary the adjustment in com- 
pensation to enable the average agent to 
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Metropolitan’s New Contract 
for All Industrial Agents 


(CONTINUED FROM PAGE 1) 


service who elect to work under the 
new contract will have all outstanding 





lapse indebtedness immediately can- 
celled. 

Under the terms of the new agree- 
ment the agent’s compensation for 


weekly and monthly premium business 
is made up of*two components—a first- 
year commission salary and a weekly 
service salary. Both the service salary 
and the rate payable as first-year com- 
mission are governed largely by the 
rate of net renewal lapse. The weekly 
service salary also depends in part on 
the size of the debit, and the first year 
commission salary in part on the 
amount of cumulative first-year in- 
crease. In computing the agent’s 
cumulative first year increase, only busi- 
ness produced by himself and persisting 
during the first year is considered. 
Salary Redetermined Quarterly 


The salary will be redetermined quar- 
terly, as heretofore, the computation 
made at the end of the preceding quar- 
ter determining the salary which will 
be paid during the 13 weeks of the next 
succeeding quarter. 

An important provision of the new 
contract consists of a scale of minimum 
weekly salaries fixed according to the 
size of the weekly premium debit, aug- 
mented by compensation for collecting 
the monthly premium debit. 

Can't Get Into Debt 


An important feature from the agent’s 
point of view is that he cannot get him- 
self into debt to the company in his 
special salary account. These debts have 
been an increasing problem during the 
depression. 

Under the new contract the element 
of indebtedness is discarded in comput- 
ing special salaries. Instead, the spe- 
cial salary depends on (1) the agent’s 
net volume of new business and (2) the 
agent’s lapse rate for the previous quar- 
ter. This lapse rate is not affected bv 
lapses on business less than a year old 
which are charged against the agent’s 
special salary. 

The agent’s collection salarv also 
fluctuates with the lapse rate. Instead 
of depending solely on the size of the 
debit, as in the past, under the new con- 
tract there will be a certain base rate, 
which will be varied according to the 
agent’s lapse rate in the preceding quar- 
ter. However, the guaranteed minimum 
under the new scale is about a dollar or 
two more than the collection salary 
under the old plan. 


Not Charged as Shortage 


Since any excess of minimum salary 
over salary earnings is not charged as 
a shortage, the new plan provides that 
if in any auarter (1) the minimum sal- 
ary is received or (2) the lapse rate on 
which the salary is based exceeds a cer- 
tain figure, the lapse rate factor used in 
computing the collection salary for the 
next quarter shall be based on an aver- 
age of the previous two quarters, rather 
than the previous quarter only. If the 
same situation continues in the next 
quarter, the lapse rate for the previous 
quarters will be averaged. but no matter 
how long this condition obtains, only the 
four quarters previous may be averaged 
in computing the collection and special 
salaries for anv given quarter. This 
makes it possible for an agent to pull 
himself out of a hole by his own efforts, 
and with the realization that the work 
he is doing is perceptibly advancing him 
toward his goal. 

While the new contract will obviously 
be of great benefit to agents with special 
salary indebtedness, the task of revising 
the agent’s basis of compensation has 
been going on for a considerable time 
and the new contract is not solely de- 
signed to take care of the present situa- 
tion, but rather to offer a better basis of 
neem for good times as well as 

ad. 





State Mutual 1934 Dividend 
Scale Reduced 24 Percent 


(CONTINUED FROM PAGE 2) 


lars that are now not earning over 2 
percent which until lately were earn- 
ing over 5 percent. In brief, these 
times have led the prudent financial 
institutions to make this change in in- 
vestment policy with its consequent, 
rather substantial, diminution of in- 
come. 

“Assuming we are now sufficiently 
liquid in cash or its equivalent, there 
remains the fact that whatever invest- 
ments we now make must be at a lower 
rate of interest—if we intend, as we 
do, to secure absolute safety of the prin- 





cipal. We are in a lower interest era. 
Anticipates Capital Losses 
“Further, in such a period of defla- 


tion, the most drastic in 60 years, the 
best of invested trust-funds, such as 
ours, cannot escape some capital losses. 
Though these losses will be small yet 
we should be prepared to mark them 
off and get them done with. 

“The public understands this situa- 
tion. They know they are receiving, 
for several good reasons, from the very 
best savings banks in the country and 
from all the very soundest institutions 
of deposit, a substantially lower inter- 
est or dividend return than formerly. 
There also still hangs on the horizon 
the admitted threat of higher taxation 
which will affect mutual funds in one 
way or another. 

“These dividend and interest adjust- 
ments this and other seasoned compa- 
nies are making are further buttressing 
our enduring stability. It is this un- 


questioned security the public wants 
and buys.” 
The 1934 dividends on ordinary life, 


20-year endowment are: 
Ordinary Life 
c——Premium Year————, 


20-pay and 





1 5 10 15 20 
Age Prem. ;- Div. 

5....$16.31 $3.55 $3.78 $4.18 $4.62 $5.10 
8. 3.72 4.04 4.48 4.98 5.41 
3.93 4.33 4.85 5.29 5.57 
4.22 4.66 5.14 5.41 5.90 
4.54 4.94 56.24 5.73 6.53 
4.74 5.00 5.55 6.39 7.53 
4.75 5.27 6.18 7.45 8.79 
5.06 5.92 7.32 8.82 10.31 
5.82 7.14 8.85 10.55 12.08 
7.28 8.92 10.90 12.67 14.14 
9.44 11.38 13.52 15.29 17.04 





20-Payment Life 
CMs we = Year——_——, 
1 


Age Prem. 1 0 15 20 
15....$25.69 $3. 68 $4. "24 $5.08 $6.05 $7.15 
20.... 27.60 3.85 4.49 5.39 6.42 7.53 
25.... 39.90 4.10 4.77 5.7 6.76 7.82 
30.... 32.65 4.36 5.12 6.05 6.99 8.29 
35.... 36.00 4.67 5.37 6.18 7.35 8.92 
40 . 40.17 4.89 5.44 6.49 7.93 9.80 
45 45.53 4.90 5.69 7.07 8.85 10.82 
50.... 52.70 5.19 6.28 8.06 9.98 11.93 
55 . 62.55 5.92 7.41 9.41 11.40 13.16 
60 . 76.52 7.34 9.09 11.25 13.14 14.54 
65 . 96.86 9.47 11.45 13.63 15.41 16.26 
20-Year Endowment 

ce war F Year——_—-—-, 
Age Prem. 1 5 10 15 20 
15....$46.62 $3.99 $5.23 $7.07 $9.22 $11.73 
 - 47.01 4.13 5.39 7.22 9.34 11.82 
25 - 47.52 4.34 5.59 7.40 9.43 11.93 
30 - 48.25 4.59 5.83 7.52 9.45 12.07 
35 . 49.32 4.87 5.98 7.52 9.55 12.25 
40.... 51.03 5.02 6.00 7.60 9.77 12.48 
45. . 53.84 5.62 6.11 7.91 10.23 12.81 
50.... 58.52 5.26 6.57 8.64 10.90 13.25 
55.... 66.15 5.98 7.58 9.74 11.91 13.87 
60.... 78.36 7.37 9.17 11.37 13.37 14.73 
65.... 97.52 9.48 11.48 13.69 15.43 15.97 


No U. S. Companies Ousted 


OTTAWA, ONT., Nov. 23.—Denial 
that any United States insurance com- 
pany registered in Canada has been 
“ousted” from this country within the 
past six months was made by Do- 
minion Superintendent G. D. Finlayson. 

“Any United States insurance com- 
panies that have withdrawn from Ca- 
nadian business within the past six 
months have done so voluntarily. ” Mr. 
Finlayson declared. “Several United 
States companies have transferred their 
Canadian business to other American 
insurance companies while a few have 
withdrawn formally from the Canadian 
field because their comnanies were in 
liquidation in the United States.” 
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Study of Unfortunates in Life Is 
Best Source of Material for Sales 


Talks, H. H. Wilson Declares 


PHILADELPHIA, Nov. 23.—Life 
underwriters should get the subjects for 
their sales talks from “life” and actu- 
ally “live them” instead of attempting 
to get them from books or speakers, de- 
clared H. H. Wilson, New York man- 
ager of the Equitable Life of New York, 
at the November dinner-meeting of the 
Philadelphia Association of Life Under- 
writers. 

Mr. Wilson pointed to the fact that 
statistics show that a greater number 
of people are attaining old age now- 
adays and are being faced with the prob- 
lem of living on past accumulations. 

In discussing inflation, Mr. Wilson 
told how he answered a doctor prospect 
who “had it all figured out and knew 
more than the Secretary of the Treas- 
ury, General Johnson, etc.” Mr. Wilson 
said he let him say all that he wanted 
to say. Then he asked the doctor what 
time he had dinner, what time he got 
up, what time he had breakfast, what 
he had for breakfast, did his children 
have breakfast, and so on down the 
line. Just about the time the doctor 
was beginning to suspect his sanity, he 
remarked: 

“Doctor, I guess it is your custom to 
eat dinner at 6:30. Is it going to make 
any difference in your hunger for din- 


ner if the dollar is at 40 cents instead 
of 60 cents? 

“Inflation or deflation do a lot of 
things but irrespective of the value of 
the dollar, life goes on just the same.” 

And, added Mr. Wilson, “that ended 
the talk about inflation. Everybody 
wants to eat or sleep regardless of the 
value of the dollar. And we are selling 
a commodity dealing with eating, sleep- 
ing and the comforts of life.” 

He remarked that the problem today 
is to find better prospects. He said that 
the first question agents in his office 
ask is: 

“Mr. Prospect, I would like to ask 
one question: If I have an idea of in- 
terest to you, would you be able to 
save $250 a year?” 

If the answer is “no,” it ends the in- 
terview and the agent walks out. Of 
course, it is hoped that the prospect will 
be curious enough to call the agent back 
to find out why a life insurance man is 
walking right out of his office in that 
manner. This method, Mr. Wilson said, 
cuts down a lot of time. It establishes 
the fact that the prospect can afford to 


~~, 
e said that three years ago his 
agents couldn't sell annuities. They just 





didn’t believe in them. So for one week 





“fulfills a distinct need— 





® says Dr. S. S. Huebner 
Dean, College of Life Underwriters 


of the book 


THE LIBERALIZATION 


OF THE 


LIFE INSURANCE CONTRACT 


By George L. Amrhein, Ph. D., C. L. U. 


Instructor in Insurance, 


University of Penna. 


A comprehensive and authoritative study of the development of 
the policy contract, which discusses 


(1) 


the writing of the policy, (2) restrictions, (3) termination, (4) 


rights of the beneficiary, and (5) clauses affording additional 


@B protection. 


Dr. Huebner further praises this 
book: 

"Dr. Amrhein's book fulfills a distinct need 
to all who are intimately associated with 
life insurance as field representatives or 
teachers, or who may be serving in a man- 
agerial or executive capacity." 


Price 
370 Pages 


Index 


E. Paul Huttinger, Manager of Train- 
ing of the Penn Mutual, says: 


. . the most painstaking and best re- 
search on an insurance subject which has 
appeared in many years. The book evi- 
dences fine organization of the subject 
matter, excellent scholarship, and painstak- 
ing investigation.” 


$4.00 


Appendix 


THE INSURANCE BOOK HOUSE 


420 East Fourth Street 


Cincinnati, Ohio 





they adopted the plan of whenever they 
were stopped and asked for the price of 
a cup of coffee, to take the man into a 
restaurant, buy the coffee and try to 
get him to talk. “And then they began 
to sell annuities,” remarked Mr. Wilson. 

Mr. Wilson advocates holding an 
agency meeting in an orphan asylum. 
“Why? If we are going to sell educa- 
tional policies, if we are going to sell 
fathers we should see some children 
who are not so fortunate. 

“Our object now,” Mr. Wilson said, 
“is to worry about the number of lives 
we write. The amount will take care of 
itself. Our aim is to make life insurance 
so small and so attractive that the pros- 
pect can’t say ‘no.’ We are trying to 


capitalize a large income for a small 
deposit. 
If $100 a Month Too Small, 

Make the Amount Higher 

“We have prepared a card which 


reads: ‘Why not give her a large income 
for a year to prepare her for a lifetime 
without it?’ On the reverse side is: ‘We 
will continue to pay your wife $100 a 
month if you will deposit with us “s 

“Some of the agents felt belittled writ- 
ing such small policies, of playing $100 
a month against $3 a month deposit 
They were still shooting at the rainbow. 
And if the prospect says: ‘What's $100 
a month?’ it’s the best -objection we 
want because we can always make the 
amount higher and he is setting the 
amount himself.” 

Paul Speicher, of the Research & Re- 
view Service, spoke on the place of life 
insurance in today’s economics. 








Large Increases in Life 


Sales Are Being Reported 








The Des Moines agency of the Cen- 
tral Life of lowa reports a 43 percent 
increase in paid premiums in the third 
quarter of 1933. The agency is headed 
by G. S. Becker. 

* * * 

The Yeomen Mutual Life’s “war on 
want” sales campaign this fall brought 
75 percent more business than in any 
similar period. The campaign opened 
Oct. 21 and will continue until Dec. 2. 


Many agencies have surpassed their 
quotas, A. H. Hoffman, president, re- 
ports. 


* * * 


In October president’s month for the 
Liberty National Life of Birmingham, 
applications were received for $1,237,825, 
as against $806,000 for the same month a 
year previous. 

_ = 

Pearce H. Young, Indianapolis man- 
ager Union Central Life, reports a 75 
percent increase in new business for 
October over September. 

. 8 

The W. L. McPheeters agency in 
Cleveland of the Union Central Life in- 
creased its sales 10 percent in October 
over September. 





The Minnesota Mutual 
pointed P. A, 


Life has ap- 
Duncan general agent at 





Waco, Tex. 








Mutual Legal Reserve. 


ment pays $1,961.54 plus 


of adult policies. 


Ten East Pearson Street 





“A New Deal in Life Insurance” 





A Dollar’s Worth for a Dollar 


Participating, non-par rates; 
estimated average annual cost Ordinary Life, age 35 
$15.38 per thousand; Twenty-Pay Life paid up for 
$1,549 plus dividends per thousand in 20 years; Endow- 


policy becomes a claim year it matures. 
lation available any time without note, interest or deduc- 
tion from face of policy; juvenile with all fine features 
Unlimited opportunities for agencies 
in Illinois, Michigan, Indiana, Missouri. 


NTERSTATE RESERVE 
LIFE INSURANCE 
COMPANY 


Mutual Legal Reserve Life Insurance 
CHICAGO Phone Superior 1714 


Salesmen— 
Excellent 
Opportunity 


dividends per thousand if 
Cash accumu- 
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No Better Territory 


No Better Company 


No Better General Agent’s 
Contract Than Our Service 
Pension Contract 


THE LAFAYETTE 
LIFE INSURANCE CO. 


FP. L. Alexander 
President 


W. R. Smith, Field Vice-President 
LAFAYETTE, INDIANA 

















Stephen M. Babbit 
President 


HUTCHINSON, KANSAS 











Inter-Ocean Casualty 





They Said We’d 
“Get Burnt” 


When our new Super-Disability policy 
went on the market, so simple was th 
contract, and so free was it from con- 
fusing technicalities and restrictions that 
we were told we'd get “burnt.” 
But we knew we could write a policy 
for accident and health as a. ' cut as 
the life contract, and we 
haven’t been burnt, 

Life agents have found it an excellent 
means to complete the protection with 
which to surround their clients. 
Send in the coupon for further infor- 


INTER-OCEAN CASUALTY 
COMPANY 





Executive Office 
CINCINNATI-ONIO 


Welanatl, Ohle. 


ist 





 ———— regarding your acci- 











Underwriters in 
New York Clinic 


(CONTINUED FROM PAGE 1) 


companies would be remiss if they were 
to restore the particular part of the cov- 
erage to which the individual fails to 
prove that he is now entitled. 

“Amount of Insurance to be Allowed 
Where There is No Earned Income,” 
was the subject presented by A. P. Mor- 
ton, Manufacturers Life, reported at 
length in the issue of Nov. 17. 





Consider Aggregate Amount 


W. H. Flanigan, assistant secretary 
Connecticut General, discussed “Aggre- 


gate Amount of Life, Double Indem- 


nity and Principal Sum Accident Insur- 
ance in Its Relation to Income.’ He 
stated in recent years there had been 
an upward trend in mortality on large 
policies marked by an increased num- 
ber of deaths from heart disease, suicide 
and accidents, and that the ratio of 
losses incurred on double indemnity has 
been increasing. Commercial accident 
underwriters realize that the experience 
on large policies is also unfavorable. 

Speaking of the combination of life 
insurance, double indemnity, and acci- 
dent insurance, Mr. Flanigan said it is 
probable that in dealing with smaller 
amounts the doubling up of the cover- 
age of life insurance plus double indem- 
nity and accident insurance may be ig- 
nored, but in larger cases the increase 
in the speculative flavor of certain cases 
by reason of doubling of risk should 
not be overlooked. 


Business Insurance Points 


Limits of life insurance in connection 
with stock elimination and partnership 
purchase agreements and limits for in- 
heritance taxes was the subject of a 
paper by M. J. Koniger, Equitable Life 
of New York. He pointed out the ne- 
cessity in business insurance cases for 
searching investigations to determine 
that the business is in a healthy con- 
dition and that the owners are not on 
the downgrade, physically or financially. 
He indicated the need for securing an 
accurate picture of the present value 
of the business and its earnings. Limi- 
tations for insurance for inheritance tax 
purposes were discussed and a table 
based on the federal revenue act of 1932 
was presented. 

President Dallas closed the meeting, 
stating that the council had voted to 
hold the 1934 spring meeting in New 
York City. 


New Indiana Reference Book 
for 1933 Is Off the Press 


The Underwriters’ Hand-Book of In- 
diana for 1933 has just been issued by 
THE NATIONAL UNDERWRITER. This is 
recognized as the standard reference 
book for Indiana and gives complete in- 
formation on the agencies, companies, 
field men, general agents, adjusters, at- 
torneys, organizations, town classifica- 
tions and insurance laws of the state. 
Also included as a regular feature is the 
record of business in Indiana for 1932 
showing premiums and losses for fire 
companies in that year as well as in the 
past six years, life insurance written and 
life insurance in force for the past six 
years and casualty insurance classified 
by lines for two years. These figures 
are secured through the cooperation of 
the Indiana insurance department prior 
to the publication of its annual report. 

Any one seeking complete and up to 
date information on insurance for this 
state will find the Indiana Hand-Book 
of great value. Thousands of changes 
have taken place during the past year 
and these are all reflected in the pages. 
The Indiana Hand-Book is the oldest 
state insurance directory in the west, 
the first edition having been published 
in 1891 by the Rough Notes Company 
of Indianapolis. 











Paret Holds Novel 
Agency Meeting at 
Home for Orphans 








PHILADELPHIA, Nov. 23.—Men 
do not buy life insurance from facts— 
they buy from feelings. This is the con- 
viction of Louis Paret, Philadelphia gen- 
eral agent for the Provident Mutual 
Life, and to show his agents the need 
for life insurance and what it alleviates 
and to give them something to motivate 
sales, Mr. Paret held an agency meeting 
at an orphans’ home in Camden, N. J 

The meeting put to a concrete test the 
new theory that present day life insur- 
ance sales arguments should be found 
from “life itself.” Mr. Paret was asked 
whether the orphan home meeting had 
increased production. He said that that 
was hard to say, but the meeting has 
given the agents an objective, has made 
them more enthused over life insurance 
and he believes the meeting will 
have an affect on the future business of 
the agents, 


Union Central Meeting 


Seventy-five general agents, managers 
and producers of the New England as- 
sociation of the Union Central Life met 
for the annual fall meeting in Boston. 
Abraham Shoul, Manchester, N. H., 
general agent, was elected president. 
Vice-president Jerome Clark, Dr. Wil- 
liam Muhlberg, vice-president and medi- 
cal director; George Pansiera, assistant 
treasurer, and H. D. Trueblood, district 
supervisor, from the home office spoke. 


Bankers Mutual Detroit Meeting 

DETROIT, Nov. 23—E. F. Stan- 
nard, Detroit manager Bankers Mutual 
Life of Illinois, held an agency meeting 
Saturday at which President J. C. Peas- 
ley and Assistant General Manager M. 
V. Peasley, from the home office at 
Freeport, spoke. There were 40 in at- 
tendance. Mr. Stannard has been build- 
ing up a substantial producing staff for 
the company in Detroit. 


Ohio State Men Gather 


Members of the Michigan agency of 
the Ohio State Life held a meeting in 
Ypsilanti, following the Michigan-Min- 
nesota football game, the affair marking 
the close of a special campaign put on 
by the Michigan branch, of which H. E. 
Van de Walker of Detroit is manager. 
Speakers included Vice-President Frank 
L. Barnes; Hector Young, Marion, O., a 
director of the company; E. G. Siefert, 
manager Marion, O., branch, and J. V. 
Shasky, manager of the new agency at 
Minneapolis. 


Seek Kansas Investigation 
TOPEKA, KAN., Nov. 23.—A reso- 
lution was presented in the senate of 
the special session of the Kansas legis- 
lature relating to the insurance depart- 
ment and providing for the appointment 
of a bipartisan investigating committee. 
This was directed at Commissioner C. 
F. Hobbs. The resolution stated that 
there was a general belief that Mr. 
Hobbs has been and is guilty of mal- 
administration of his office and asks 
that a committee of five senators be 
appointed to investigate and report to 

the legislature or attorney-general. 


Missouri Fraternals Elect 


H. J. Wuennenberg of St. Louis was 
reelected president of the Missouri Fra- 
ternal Congress at the annual meeting 
in St. Louis. Other officers are: Vice- 
presidents, Mrs. Lillian Cook and G. H 
Beccard; treasurer, P. J. Leyhe, all of 
St. Louis; secretary, Miss Josephine 
Reddington, Kansas City. 


Fogarty Speaks at San Antonio 
SAN ANTONIO, TEX., Nov. 23.— 
Insurance men of San Antonio were 


the guests of the junior chamber of 
commerce. J. N. Fletcher, branch man. 
ager United Fidelity, presided. W. P 
Fogarty, San Antonio agency super. 
visor Jefferson Standard Life, and presj- 
dent of the Southwest Texas Life 
Underwriters Association, outlined the 
work of the life underwriter. 








W. B. West, formerly manager of the 
Acacia Mutual Life at San Antonio, Tex,, 
has joined the San Antonio office of the 
Acme Life. 

Leo E. Mulgrew, 50, for many years 
district representative of the Guaranty 
Life of Davenport at Dubuque, Ia., died 
suddenly at his home there. 








—— 


MANAGER WANTED 


FOR LARGE LIFE AGENCY 
IN TEXAS 


One who has had suc- 
cessful experience in life 
insurance production, in 
agency management, 
and in the selection, 
training and direction of 
insurance salesmen. 
When replying, give full 
outline of career, pres- 
ent connection and ref- 
erences. 
SPLENDID OPPORTUNITY FOR 
RIGHT MAN 


Address Box Y-3, care 
The National Underwriter 








Nothing Wrong! 


URING the first 
five months of 
1933 this Com- 
pany sold more pol- 
icies than in the similar 
period of last year. 
The demand for life 
insurance is getting 
stronger. Men of 
character and indus- 
trious habits should 
be interested in a 
direct Home Office 
contract giving liberal 
first year commissions 
and non - forfeitable 
renewals. 


California -Western 
States Life 
Home Office 


Sacramento 











@ HENRY GRADY 
HOTEL «+ = aranta 


GEORGIA 


550 Rooms of Comfort and 

Convenience. Each with Private 

Bath, Two or More Windows, 

Circulating Ice Water, a 

Fan, Radio, Bed Lamps an 
Full Length Mirror Door. 
Dining Terrace and Coffee 

Shop 


Rates From $2.00 

































